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Fou is an age of spe- 
cialists. The wise man 
is who feels ill does not 
i purchase the oft-ad- 
vertised Pink Pills, neither does 
he go to a nose specialist when 
he has typhoid fever. He seeks 
the aid of the proper specialist. 











Yet there are many merchants 
who have an unhealthy busi- 
ness because they are making a 
bookkeeper out of the highly 
specialized position of a Credit 
Manager. 
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This diagram illus- 
trates how proof of 
accuracy is secured, 
All accumulations of 
debits, credits and 
balances are fur- 
nished without any 
effort on the part of 
the operator. 
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error is made. 


Higher Production 


Greater Economy 


ew retail stores now recognize the advan- 
tage of having customers’ statements and 
ledgers mechanically written and computed. 
What you now want to know is — which 
machine is most efficient and why? 

Actual production figures prove that in all- 
around efficiency Remington Bookkeeping 
Machines are unequalled. Many stores that 
keep complete production records report an 
average for all operators of 800 tickets per day 
on the itemized statements, and 1500 tickets 
per day on the ledgers, under the dual system. 
This high production, day after day, and 
month after month, is due to ease and sim- 
plicity of operation, which eliminate all strain 
and fatigue, both physical and mental. This 
simplicity also makes it feasible to use your 
present employes, who are thoroughly familiar 
with your work. 

Positive proof is secured that every posting 


is made to the correct account, 
and that every balance is picked 
up and posted correctly. 

Whether you prefer the Dual, 
Unit, or Twin-Cylinder plan of operation, 
there is a Remington machine to fit your par 
ticular needs. The audit sheet, a continuous 
record of all transactions posted during the 
day, is furnished automatically. 

A practical demonstration has proved to 
thousands of retail store executives that this 
machine will eliminate errors, reduce costs, 
and increase the efficiency of their bookkeep- 
ing departments. This demonstration, on your 
own work, is yours for the asking, at any time. 
We will also be glad to send you on request 
our complete descriptive literature. 


Remington Typewriter Company 
Division of Remington Rand, Incorporated 


Remington Remil 


Bookkeeping. Machine 
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A Community Credit Policy 


When R. W. Watson, upon having been elected president of the R. C. M. N. A., 
announced his administration would devote its efforts toward developing a credit 
policy for each community where there were members of our organization, some 
thought it a Utopian dream which would never be realized. But each year we find 
an increasing number of merchants who acknowledge the plan feasible and admit it 
would do much to solve present-day credit abuse. 

Uniformity of action, standardized methods and a willingness to co-operate has 
benefited all lines of endeavor and made business the i interesting study it is today. 
The retail trade has profited by agreement as to working hours, delivery of mer- 
chandise, advertising, and many other store practices, and it is not unreasonable to 
hope for the adoption of rules governing the extension of credit so as to create a 
community credit policy. 

The whole idea is so easy of development it is hard to understand why retailers 
do not become enthusiastic about it. It simply means a// retailers of a particular 
community adopt rules for the government of credit extension and agree to adhere 
to terms on open accounts, down payment and time limit on deferred payment ac 
counts, and collection procedure. It in no way detracts from each dealer’s preroga 
tive to operate his business according to his store policy, except he pledges himself 
to eradicate that curse of the retail trade —‘‘competition on terms’’— and support the 
community credit policy established by the merchants of his community. Inas 
much as it is the policy of all, there will be no reaction and no curtailment of buying. 
The public will simply adjust its budget to meet the dealers’ requirements. 

Every intelligent retailer realizes this policy would raise the regard of the 
public for credit service, and increase collection turnover. But it cannot succeed 
unless it has the whole-hearted support of all. Competition must be forgotten in all 
matters pertaining to credits and collections and each merchant must subscribe to 
the policy laid down by a majority and live up to it. 

After all, unethical terms are simply “sharp practice” methods designed to go 
the other fellow “‘one better,” and while they may be momentarily successful, they 
never build for permanent, stable business. The bankruptcy records for years show 
such practices to be the last straw of the retailer whose business is “slipping” and 
the whirlpool which eventually draws him to the bottom because of decreased turn 
over. 

Let the retailers of the land awake to the opportunities which will be theirs by 
the adoption of a community credit policy, cease swapping dollars and make a profit 
by upholding one another in credit terms and collections, thereby creating credit 
morale in their community. 
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One Clerk and Only Thirty Minutes for 
Daily Check on 10,000 Accounts 


No accounts are ever allowed to get *‘cold 


System also permits of the use of same list for mailing 


purposes, thus adding to the efficiency of the advertising department 


By A. H. Hertanp, Auditor and Credit Manager, Grunbaum Bros., Inc., of Seattle, Wash. 


RUNBAUM BROTHERS, 

Inc., home furnishers of 

Seattle, have worked out a sys- 
tem of collections whereby the follow- 
up of a charge account is handled with 
clocklike precision, and from which 
the human element of error is prac- 
tically eliminated. It is a system that 
can be adapted to any type of busi- 
ness. The efficiency of the methods 
used is best emphasized by the fact 


It is amazing to note the multiplicity 
of ways and lack of standardization in 
the collection systems of many of the 
largest stores. One store I know of, for 
example, carrying approximately 30,- 
000 accounts, employs eight young 
women whose sole duties consist of 
making a “systematic” search of the 
accounts receivable in order to pick out 
the delinquents. The credit manager of 
this concern spends the greater part of 











The cashier's office with bookkeeping department in background. 
arrangement of ledgers 


that the volume of business of this 
firm has trebled in four years, whereas 
the office staff to take care of the new 
business has increased only 10 per cent. 

In 1923 Grunbaum’s maintained an 
average monthly collection percentage 
of over 15 per cent against the average 
amount outstanding at the first of each 
month, an excellent showing for an in- 
stallment house extending terms to 
periods of eighteen months. The bad 
debts are less than % of 1 per cent of 
the sales, and the most striking feature 
is that an audit by certified public ac- 
countants discloses that only | per cent 
of the entire accounts receivable is de- 
linquent for over ninety days. 


Note the convenient 


his time at the same work. Other stores 
are spending thousands of dollars on 
fancy collection systems, only to dis- 
card them later, or, at least, to supple- 
ment them with actual inspection of 
the individual accounts. 

Contrast this with a plan whereby 
one young woman, spending only a 
little time each day at the work, can 
actually select and prepare statements 
for all of the delinquents among a list 
of approximately ten thousand ac- 
counts! In fact, the production of the 
statements themselves is accomplished 
in about thirty minutes daily. Any 
ordinary clerk can handle the bulk of 
the work in selecting the delinquents, 


and thus the high-priced collection 
staff is free to devote all of its time to 
the intelligent handling of collections. 
Furthermore, the collection manager is 
not required to consult any account 
which is in good standing; but the sys. 
tem automatically calls for his review 
of delinquent accounts four times each 
month. Hence he concentrates his at- 
tention where it is most needed, and 
never allows an account to get “cold.” 


THREE CLasses or ACCOUNTS 

In connection with a direct-mail- 
advertising campaign we decided to 
add a few refinements to our mailing 
list. We divided it into three classif- 
cations—active accounts, inactive ac- 
counts and prospective accounts. The 
advertising department was to main 
tain the list, and a young woman 
operator was engaged to keep it strictly 
up to date. Then it occurred to me 
that here was an excellent opportunity 
to use this very equipment for collection 
purposes. 

With the assistance of the local rep 
resentative of the company manufac. 
turing the addressing machine, 4 
“switch” tab —a U-shaped piece of 
metal that is movable—was attached 
to each addressograph plate. On 
end of the tab is red; the other i 
white. These tabs do not in any way 
interfere with the equipment so fa 
as the advertising department is com 
cerned; but the use of the device 
segregating the collection accounts 
hinges about these tabs. 

When an account is opened th 
credit man fills out the blank on th 
reverse side of the conditional sales 
contract. The contract then goes @ 
the credit authorizers, who, after mak 
ing the proper notations pertaining 
their duties, turn the papers over to th 
addressing department. A plate is im 
mediately made, upon which is shows 
the name, address, salutation and du 
date. The plate is then inserted int 
the addressing machine and imprinte 

(Continued on page 9) 
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Installment Selling 


By. G. C. Driver 


Credit Manager, The May Co., Cleveland, Ohio 


HE subject assigned to me, we 

will all admit, is an important 

one and a hard one. A hard one 
upon which to get started and a hard 
one, once started, to stop. 

The origin of installment system of 
merchandising, we are told, can be 
traced as far back as the Roman times 
when Crassus sold suburban houses on 
the part payment plan—in those days 
when they played sweet tunes on the 
lyre. 

Our subject, therefore, we can say 
is nothing new, but our problem is to 


so readjust the scales of business music 
a to get harmony, not too much of 
the present day jazz or too much of 
the old time melody. 

There is such a multitude of details 
pro and con and such a variety of dis- 
cussions that unless we watch our- 
selves, we will monopolize our time to 
such an extent that there will be little 
toom for fundamentals. 

There can be no doubt that install- 
ment selling is here to stay and it would 
seem to me that we could advanta- 














geously consider its present and future 
uses. 

Did it originate because of necessity, 
and has it developed to the point where 
it has become a properly rounded out 
medium of exchange both from a 
financial and economic standpoint; or 
has it been promoted to the extent 
that it is now reaching a point where 
it may no longer be maintained as a 
legitimate selling factor, or will it, be- 
Cause of unwise and imprudent com- 
Petition, prove a boomerang? 


In addressing a meeting of this 
character, it would seem more likely 
as desirable to discuss our subject 
in a broad sense than attempting to 
delve into a seemingly never ending 
accumulation of figures; and frankly, 
while there are such available statis- 
tics, there does not seem to have been 
yet centralized at any one point or 
source accurate figures from which 
intelligent comparisons can be ob- 
tained. 

Later on in my paper, I will of 
necessity submit certain figures, but 





KEEPING UP WITH Him! 


I disclaim any responsibility for their 
accuracy; but they are believed to be 
the most authentic available at this 
time. 

There are lined up in battle array, 
if you please, a horde of protagonists 
and antagonists, and unfortunately it 
appears that the vocabulary smoke 
screen as thrown out has thus far 
prevented an armistice on the middle 
ground. 

We listen to the very profound, 
sound, logical statements as uttered by 
the ultra-conservative banker and we 
hear the echo of the optimistic, 
enthusiastic sales promoter. We hear 
broadcasted the suggestion that by 
installment selling you “have and 
save,” and on the next wave length you 
get “it is better to save and have.” 

We hear that installment selling 
lives by competition and that, unless 
controlled, it may die of competition. 
We know that for every dollar in ac- 
counts that you have on your books 
there necessarily has to be a dollar in 


capital. We know that the financing 
and extra charges necessary to the 
handling of installment business in- 
creases the cost on the particular item 
to the consumer. 

And if a specific article has a stated 
market cash selling price, is the average 
installment buyer with his more or less 
limited capital able to pay the premium 
for the possession of the merchandise? 
of Eco- 
nomics, Yale University, in discussing 


Irving Fisher, Professor 
installment buying in January of this 
year, is quoted as saying: “‘On the side 
of the buyer, he can be reasonably 
certain that his combined installment 
obligations are not too much if they 
do not exceed ten per cent to fifteen 
per cent of his income. But if he should 
have to live over again such a period 
of business depression as that of 1920 
and 1921, when the drop in prices and 
money incomes increased the weight 
of any debts, and the payments were 
larger than he had ever shouldered by 
seventy per cent, he would be thank- 
ful if his installment bills were at a 
minimum.” 

We are asked if the phenomenal in- 
crease in the business of the five and 
ten cent stores and the cash and carry 
stores is in any way to be classed as a 
reaction bécause of the added cost to 
the purchaser of installment buying. 

Or is this thought a fallacy to the 
extent that these stores do not carry 
the general lines of merchandise ap- 
plicable to installment, and that it is 
merely a normal development, as 1s 
claimed for the installment business? 

Then, too, there are the reported 
increases in the sales of the large mail 
order houses, which I understand sell 
mostly for cash—and this increase in 
spite of unfavorable farm and crop 
conditions in certain rural districts, for 
it is to the people living in these dis- 
tricts, I am informed, these mail order 
houses sell the larger portion of goods. 

Is there anything to prove or dis- 
prove that there is a 
amount of credit which can be assumed 
and liquidated and then beyond that 
point it becomes a state of overloading? 

And if such a condition, perchance, 
can arise, are we killing the goose that 


maximum 
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lays the golden egg, that is, the cus- 
tomer? If his obligations are excessive 
in proportion to his fixed or estimated 
income, is he thereby automatically 
precluded from continuing as an active 
buyer in the market, either forcredit 
or cash? 

Are we sacrificing, to a degree, sound 
business principles for the sake of ex- 
pediency, that is, for the promotion of 
volume? 

In olden days the general theory was 
to be able to manufacture and sell items 
to the waiting purchasing public, and 
now the general theory seems to be 
to be able to find a purchaser for the 
items manufactured. 

In the olden days we were dealing 
with people, and now we are dealing 
with things. In other words, the pro- 
duction market has to create a pur- 
chasing demand for their goods. 

Industry expects and receives more 
from consumers for its product than 
it pays to the consumers for the pro- 
duction of the item. 

We hear the thought advanced that 
when times are good and salaries high, 
there exists a recklessness both from 
the standpoint of buying and selling, 
and this seems to me sound; but, when 
there is a temporary recession in trade, 
there automatically exists a spirit of 
caution and it seems unlikely that 
there will be overbuying or over- 
granting of credit during this period of 
depression. 

Apparently, therefore, if obligations 
incurred during good times expire and 
are liquidated during this same period, 
there can be little unsatisfactory 
results. But it is the thought that 
obligations incurred during these pe- 
riods of prosperity may be difficult to 
liquidate in case there comes a slowing 
down of trade and a definite period of 
unemployment. 

I am informed that within the last 
four weeks there was just averted a 
financial smash which would have 
possibly been disastrous, and certainly 
had a most unsatisfactory and retard- 
ing influence on installment selling. 
A large paper house with something 
like $27,000,000 on its books was hard 
pressed, but certain large financial and 
indemnity companies stepped in and 
averted a crash. 

In a recent installment merchandis- 
ing survey by the National Association 
of Credit Men, they report that about 
fifteen per cent of the replies saw 


danger in increased bad debts and in 
more difficult collections. These per- 
sons also believe that installment buy- 
ing establishes a wrong attitude toward 
the use of money and the possession 
of luxuries by those who can ill afford 
them. A little more than twenty per 
cent pointed to dangers of over- 
production, to higher prices of goods 
created by interest and investigation 
charges, to discouragement of saving 
and to injuries to small merchants and 
those manufacturers whose goods can- 
not be sold on installments. 

One of the leading business men of 
this nation, in discussing our subject, 
says that regardless of by what name 
you call it—deferred payments, con- 
venient payments or otherwise—it is 
debt. 

Some credit men feel that as an 
educational feature, installment buy- 
ing is good to the extent of organizing 
family budgets, out of which they not 
only liquidate the obligation on the 
specific items purchased, but find it 
possible to increase their lines of in- 
surance and saving accounts. 


One of my contemporaries advanced 
the following thoughts: 

1. The argument set forth that sav- 
ing accounts and life insurance are 
greater can be accounted for by going 
back to the World War and the sale 
of Liberty bonds and government in- 
surance. 

2. Never in our history was so much 
stress or advertising given to insurance 
or to savings and thé habit once formed 
has proven a good one. This is re- 
flected by the average balances per 
person now carried in savings banks, 
particularly in industrial communities. 

3. Without any pangs of egotism, it 
might be safe to assert that our present 
organizations of credit, local and 
national, as expanded in the last ten 
years, has been a substantial con- 
tributing factor in increasing savings 
accounts. 

4. Credit men’s daily contact with 
thousands throughout the nation has 
spread a new gospel. It behooves men 
in this vocation to set an example and 
by watching and checking up on 
individuals, they have perhaps com- 
pelled or taught millions how to budget 
and thus form habits of thrift and 
saving. 

In speaking of increase in savings 
deposits and annual premiums on life 


insurance policies, one conservative 
authority says: 

“This increase might have been even 
greater if the large volume of install. | 
ment selling had been kept within, 
more moderate bounds.” 

This we have from Mr. Morris, 
Governor of the Federal Reserve Bank 
of Philadelphia: “Whether the money 
that is spent on installment purchase} 
would otherwise be wasted, and, if so, 
to what extent, is a matter of specula. 
tion. With all their installment buy-| 
ing, it is estimated that the American 
public is spending over two billion 
dollars a year on theatres and movies, 
soft drinks, chewing gum, and per- 
fumes. This is not including the money 
spent on outdoor sports, or tobacco, or 
on summer furs or candy. It would 
hardly seem possible that indulgences 
of this sort could be very greatly in- 
creased, but perhaps they could. Many 
people will economize on necessaries | 
rather than on luxuries, and if there is 
any diversion of money to installment | 
buying it is to be feared that it 
represents money that would other- 
wise go to food or clothing or better 
housing, quite as much as it represents | 
money that would otherwise go to use- 
less indulgence.” 

Others tell us that they are of the 
opinion that there are some consistent 
savers who avail themselves of buying 
on the deferred payment plan, but 
do not believe that those who are in- 
clined to abuse it are those who are 
increasing their insurance and savings. 
One credit man in analyzing his appli- 
cants for installment credit, claims as 
more desirable, those who carry in- 
surance and have savings accounts 
than the ones who have one or neither. 

I have the opinions of many leading 
credit men to the effect that there can 
be no doubt in their minds that be- 
cause of the existence of installment 
accounts, the percentage of collections 
on open accounts is decreasing—the 
customer having the mental attitude 
that if she can liquidate one account in 
partial payments, that this very same 





rule should apply to the other class. 

We have here some very interesting 
figures, as kindly furnished by the 
Federal Reserve Bank of Cleveland, 
relating to department store sales for 
the months of December, 1926, and 
January, 1927, as compared with 
December, 1925, and January, 1926, 


(Continued on page 20) 
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Facing the Credit Man’s Problems 


By Epvcar A. Sowar 


Credit Manager, Welsh & Levy Clothing Co., Baton Rouge 


REDIT granting as a profession 
is not old, but wonderful strides 
have been made in its develop- 

ment during the past ten years. Laurels 
for this progress are unqualifiedly due 
the Retail Credit Men’s National 
Association, at once the pioneer and 
the backbone of retail credits in this 
country. 

This association, formed in 1912 by 
a group of a half-dozen farseeing credit 
men, now embraces a membership of 
more than 12,000 of the leading retail 
establishments of 


into confidence in the handling of an 
account. The credit customer 
accordingly in any situation told only 


was 


so much as was considered good for 
him to know. 
a downright 


Evasiveness or at times 
subterfuge then 
resorted to in order to give a semi 
plausible explanation to the customer. 

Possibly at that time there was an 
excuse or even, perchance, necessity for 


was 


that pol'cy, as competing retailers then 
did not the friendship, co- 
operation, and pleasant competition 


enjoy 


and also for the establishment repre 
sented. That, of course, is returned 
later as profits. 

The first opportunity for bringing 
this principle into play is at the initial 
meeting: when the customer makes ap- 
The 


customer is, of course, first put at ease 


plication for a charge account. 


through display of a sincere interest 
in his or her affairs; then take the 
necessary few minutes required to dis- 

cuss the whole proposition frankly. 
Should this be the first time this 
particular applicant 





the country with 
groups thereof 
forming local asso- 
ciations, in hun- 
dreds of cities. The 
time, thought, and 
energy which the 
leaders of the credit 
granting profession 
have devoted to 
credit improvement 
through this me- 
dium could not 
help but result in 
rapid and most 
satisfactory prog- 
ress. 

Should this article be read by any 
retailer not familiar with the benefits 
of membership in the R. C. M.N. A., 
you will be unfair to yourself and to 
your business if you fail to get in touch 
with this organization at once. Should 
there be no affiliated local association 
in your community, write nevertheless 
to the National Secretary, Equitable 
Building, St. Louis, who will send 
information that will at once surprise 
and gratify you. 

The principle of frankness and 
sincerity as applied to the handling of 
credits is a comparatively new con- 
ception of credit department policy, 
and differs quite distinctly from the 
general practice of the average credit 
department of several years ago. 

Only a few years ago, when credit 
associations were not so indispensable 
to successful retail business as today 
in the age of credits, the average 
merchant or his credit man did not 
consider it safe to take the public fully 
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tried 
ff formally opena 
/} charge account, as 
/ is often the case, he 
naturally feels a 
certain timidity or 
uncertainty. Here 


the credit man has 
an especially oppor- 


has ever to 


tune time to make 
a little frank, inter- 
ested attitude yield 
excellent returns 
later. 








“TACT” 


existing today in any progressive com 
Each distrusted the other, 
each tried to keep for himself alone the 
desirable prompt-paying credit cus 
tomer, and often permitted, if not 
actually assisted, his competitor to 
fall prey to the slow-pay or deadbeat. 
Information of a credit nature was ac- 
whether 
tained direct from the reference or 
through report of the local credit 
bureau or- association. 


munity. 


cordingly mistrusted, ob- 


Those who in their relations with the 
credit-buying public were familiar with 
the former policy of evasiveness and 
who have tried this newer principle of 
frankness, have been, indeed, pleased 
with results. Not only does smoother 
operation of the credit department 
result, but statistics show that a much 
smaller percentage of “sore” or in 
dignant customers occur. Further, this 
policy by actual experience cements 
friendship and good-will on the part of 
the customer both for the credit man 


GOING 


oOuT Explain to such 


an applicant some- 

thing of credit de- 
partment procedure; why references 
are requited; assist him in arriving at 
possible sources of reference if these be 
limited. Jot down, of course, all the 
information required for your records 
and discuss fully atso the question of 
terms and limit. 

In any event, do not overlook the 
value of impressing upon the applicant 
at this time the benefits derived from 
a good credit rating, and explain how 
that is established and maintained. 
Probably the customer would welcome 
some information concerning the gen 
eral operation of charge accounts, how 
references are interchanged, etc. 

An applicant so treated leaves your 
office fully impressed that he has not 
only found in you a personal friend, 
but in your firm a house worthy of the 
confidence of his business. Not only 
is this good-will a most valuable asset 
in a general way, but, in addition to 
that, will not such an attitude go far 


(Continued on page 19) 
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Our Legal Department 


BILLS AND NOTES 

Joint Enporsers—Liasitity or Eacu 

Wuere Inporsements Mabe IN 

FuRTHERANCE oF ComMON 
ENTERPRISE 

When the indorsers of a negotiable 
instrument are engaged in a common 
enterprise and their indorsements are 
for the sole purpose of furthering that 
enterprise in which each one’s interest 
is equal with that of each of the 
others, it may be sufficient, without 
any express understanding, on which 
to base a finding by a court or jury 
that the indorsements were joint and 
not successive. Under such circum- 
stances, payment by an indorser on 
account of such joint liability, unless 
explained, as it was not in this case, is 
surely sufficient to warrant such a con- 
clusion. 

Holston vs. Haley, 135 Atlantic 98 
(Supreme Judicial Court of Maine). 


BANKRUPTCY LAW 

9. Should a creditor of a bankrupt 
estate, who has a mortgage on exempt 
property, be permitted to file his claim 
for the full amount without releasing 
his security? 

A. It was held In re Anderson, (11 
Fed. 2nd, 380) that a creditor who has 
a mortgage on exempt real estate is not 
a “secured creditor” within the defini- 
tion contained in Sec. 1 (23) of the 
Bankruptcy Act. The reasoning of the 
Court was that a secured creditor is 
defined by the law as one who has se- 
curity for his debt upon property of 
the bankrupt, of a nature which would 
pass to the trustee. This interpreta- 
tion is also supported In re Bailey, 176 
Fed. 990. 

In our opinion the decisions are 
sound and the theory is correct. If a 
creditor, holding as security exempt 
property, were required to realize on 
the security first and file his claim for 
the difference, as is an ordinary secured 
creditor, the result would be that the 
exempt property would enure to the 
benefit of all of the creditors of the 
bankrupt. 

The bankrupt, by giving a lien on the 
exempt property to a single creditor, 
has parted with something which the 
law cannot compel him to release, and 
he is entitled to give a preference to 





Notre.—Where it does not appear 
in the article what State Court or 
National Court made the decision, 
you will find appearing at the foot 
of the article the authority on which 
we publish same. Where it refers in 
the article to some particular de- 
cision, this decision in most cases 
only applies to the State in which 
the decision was made and cannot 
be construed to cover the entire 
United States. 











that extent. It would be inequitable 
for other creditors to receive the 
benefit of this voluntary act of the 
bankrupt by requiring the secured 
creditor to make the exempt security 
part of the general assets of the estate. 


CALIFORNIA LIEN LAW 
By G. Werner, Sec’y, Ott Hdw. Co. 
Santa Barbara, Calif. 

Section 1183, Cuaprer II, Titre IV 

oF Part III or THE CaAtirornia 

Cope or Civit Procepure 

Mechanics, material men, contract- 
ors, architects, artisans, machinists, 
builders, miners, teamsters and delivery 
men and all persons and laborers of 
every class performing labor upon or 
bestowing skill or other necessary 
services, or furnishing materials to be 
used or consumed in or furnishing ap- 
pliances, teams and power contributing 
to the construction, alteration, addi- 
tion to or repair, either in whole or in 
part, of any building, wharf, bridge, 
ditch, flume, aqueduct, well, tunnel, 
fence, machinery, railroad, wagon road 
or other structure, shall have a lien 
upon the property upon which they 
have bestowed labor or furnished mate- 
rials, for the value of such labor done 
and materials furnished and for the 
value of the use of such appliances, 
teams or power, whether at the instance 
of the owner or of any other person 
acting by his authority or under him, 
as contractor or otherwise; and every 
contractor, sub-contractor, architect, 
builder or other person having charge 
of the construction, alteration, ad- 
dition to, or repair, either whole or any 
part of any building or other improve- 
ment as aforesaid, shall be held to be 
the agent of the owner for the purposes 
of this chapter. 


As far as the time for filing liens is 
concerned a lien must be filed within 
thirty days after a notice of completion 
has been recorded or the lien right is 
lost. If no notice of completion has 
been filed you have ninety days in 
which to file a lien after the building 
has been completed. 

If the building has been abandoned 
and there has been ajsecession of labor 
thereon for thirty days you have ninety 
days in which to file a lien after there 
has been a secession of labor for thirty 
days. 

California members should be care- 
ful and not confuse the time taken by 
building and loan companies and banks 
before they make final payment on a 
job, which is thirty-five days, with the 
actual time allowed by law. These 
companies take five days more in order 
to be absolutely on the safe side. 

It is not necessary to wait either 
the thirty or the ninety days as a lien 
can be filed at any time after labor or 
material has been furnished. 

A general contractor has sixty days 
in which to file his lien after a notice 
of completion has been recorded. 

Notice of completion must be filed by 
the owner within ten days after actual 
completion of the building in order 
to hold good. If filed more than ten 
days after such completion, it is void. 

A notice of non-responsibility may 
be filed by the owner of any property 
on which any building, alterations or 
repairs are being performed by a 
tenant or lessee. Such notice must be 
filed with the County Recorder and a 
copy posted on the property within 
ten days after the owner has had notice 
of such work being done. 

In case such notice is filed persons 
entitled to liens can have no claim 
against the owners interest in the 
property but can file against the 
equitable interests of either the ten- 
ants, lessees or persons buying the 
property under contract. 

After a mortgage or encumbrance is 
recorded before any material is de- 
livered or labor performed, such mort- 
gage or encumbrance is prior to an) 
lien that may be filed thereafter. 

If, however, material was delivered 
to the job and labor performed prior 


(Continued on page 28) 
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One Clerk and Only Thirty Minutes 


for Daily Check on 10,000 Accounts 


Continued from page 4 


on all four copies of the contract. At 
the same time a ledger sheet is headed 
up in the same manner, as wellasthe 
reverse side of the ledger sheet. How- 
ever, only one side of the ledger sheet 
is used for the figures and the rest of 
the information regarding the account. 
The information shown by the credit 
man on the contract is typed to the 
ledger sheet under the imprinted name. 
While the plate is in the machine the 
operator also prints a three-by-five 
card to be used as a cross-reference in- 
dex of customers arranged by the street 
addresses. 

In all, seven separate pieces are im- 
printed with the plate, which is then 
filed in a drawer provided for that pur 
pose. These drawers are arranged ac- 
cording to due dates. If Customer 
Jones pays on the Sth, his plate goes 
into the drawer for that date in alpha- 
betical order. The ledger sheet goes 
to the bookkeeper awaiting the first 
posting, which will, most likely, show 
up on the day following. The contract 
i$ handed to the billers, and the mailing 
list is ready and complete. 

Let us follow the Jones plate and 
see what happens when the Sth of the 
month comes around. On the day 
preceding the due date all the tabs are 
placed in “red” position. The cus- 
tomer calls to pay on the day prom- 
ised and the cashier consults the ac- 
count, which is conveniently placed 
within easy reach of the counter. After 
checking the name and address as well 
as the amount due, the cashier issues 
the receipt, noting thereon the due date. 

The receipts are in book form, ex- 
actly like a sales book, with carbonized 
backs. The book may be handled easily 
and carry to the 
ledgers. This could not be accomplished 
with a register or large receipt book 
printed with several receipts to the 
page. One copy of the receipt is issued 
to the customer, one stays in the book 
and one is placed on a spindle, which 
is cleared hourly by a clerk. This clerk 
refers to the address plate, which is 
readily found, and pushes down the red 
flag, indicating that the payment has 
been made. 


is convenient to 


Five days after the payment be- 
comes due—in this case would be the 


10th of the month—every 
who has not paid would be shown by a 
red flag remaining up, as would also 


customer 


those who had made only partial pay 

ment, for in that event the cashier does 
not write the due date on the receipt 
and the collection clerk leaves the flag 
in red position. 

The tray containing the plates for 
the 5th is placed in the addressing 
machine, with the selector in position 
white 
separate statements are printed for the 


to eliminate the flags, and 


delinquents. These statements are 
then over to the 
manager, who is required to review 


turned collection 
only the accounts upon which pay 
ments are In arrears. 

The ledger sheet is consulted, and if 
if proves desirable to mail out the 
statement, the figures showing the 





side collector a collection card is made 
out and properly noted on the ledger. 
Cueck Accounts Four Times 
MonrTHLY 

Regardless of the disposition of the 
slip, the red flag in the drawer of 
plates remains up, and after a period 
determined by the schedules prepared 
for the use of the collection depart 
ment, the account is bound to show up 
again on the 17th, and another state 
ment is prepared to be handled in like 
manner. The schedule used by this 
firm calls for a checking up of the ac 
counts at least four times every thirty 
a for- 


days, which might seem to be 


midable task, but in reality is a simple 
routine. 

rhe printing of the statements is 
done after the morning mail has been 
handled, thereby eliminating the possi- 
bility of writing a customer who has 
already paid. And hourly, throughout 
the day, the tabs are kept up to the 
If Mr. Jones paid at 2 p. m. 
on the 10th, which is 


minute. 


the day his state 


ee | 


ee ee | 





The Addressograph Department 


balance unpaid and the total of the 
amount delinquent are written in with 
red ink, and a notation to that effect 
is made on the reverse of the ledger 
sheet. 
letter the number of that particular 
form is written on the slip, such as 
“Letter 1,”’ or “Letter 2,” Or the 
collection manager may decide to tele 
phone the debtor, in which case he in 
scribes the symbol “ph” in the lower 
left-hand corner of the statement. If 
he turns the account over to the out- 


If it seems best to write a form 


etc. 


ment is being mailed, the assistant 
would note that his particular tray 
was being “worked” on that day. The 
collection manager would be notified 
immediately and the offending state- 
ment removed from the day’s mail 
This is one of the best features of the 
With records up to the 
last hour, it is almost an impossibility 


entire plan. 


to send a dunning letter or statement 
to a customer whose payment has been 
made. 


(Continued on page 23) 
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A Thought About Ourselves 


By A. J. WaLker 


Credit Manager, Oppenheim, Collins & Co., New York City 


O matter what your con- 
nection with business may be, 
you are retailing yourself and 


your services. You must know how to 
put yourself across. You are not only 
injecting yourself as a person into 
your business dealings, but all that 
you have acquired in the way of 
knowledge both of human nature as 
well as business. 

In the field of business much time 
and thought is given to writing about 
business activities by recognized au- 
thorities, and generally speaking, 
thoughts and ideas worth while may 


To a great extent a person’s success 
depends upon initiative. We may have 
within us a certain amount of energy 
but unless properly directed it goes 
for naught. The proper direction of 
our energy depends upon our will and 
is so often the sole difference between 
success and failure. Achievement is the 
result of having sufficient will to 
devise and carry out ways and means. 

Unfortunately not enough thought 
is given today in our system of educa- 
tion to the development of will-power. 
Only too often it is found that a person 
has had a good education but some- 





be gleaned from reading them. There 
is{no excuse, therefore, to be other than 
thoroughly business-like in our busi- 
ness dealings. The knowledge required 
of the business world today is such 
that a broad education is necessary 
and it is essential to get as much of the 
other fellow’s viewpoint as possible. 

Much has been and is being said 
about the other fellow’s viewpoint. We 
are supposed to consider how we 
would wish to be handled, either 
through personal contact or by the 
written word, if we were in the other 
fellow’s place. 

In studying our various business 
problems from this angle it is possible 
that we may overlook a problem that 
is just as important—ourselves. The 
more we develop ourselves in our 
chosen business activities the better 
we will be able to understand and 
comprehend the problems which con- 
front us in business, because they are 
generally the result of human contact. 
More than ever before, the business 
world demands initiative, business 
mentality, concentration, energy, prac- 
ticality, and the will to succeed. 


thing is lacking in order to achieve 
success—there is not sufficient will- 
power. If there has been inherited a 
way to arrive in spite of things, well 
and good; if not, too much is left to 
chance, to circumstance. 

The will to do, to carry through, to 
have unflagging energy, should be 
made more a part of our system of 
education than at present. It is true 
that psychology is being taught today, 
but it is not taught in such a way that 
there is the necessary development 
of will, and it is through the will that 
many of the essential business require- 
ments can be developed. 

It is through the development of 
comprehensive, extensive, as well as 
intensive knowledge of business and 
the human element, that business 
problems can be met and mastered. 
In order to do this there must be a 
well defined plan of thought and action. 

A writer who had a large appreciation 
of human nature has said that “there 
is not a superfluous man—one who, if 
he consults his aptitude instead of his in- 
clinations, will not find that he is fitted 
to do some particular kind of work.” 


The word aptitude is derived from 
the Latin aptare “to fit or join to- 
gether.” Your aptitude, therefore, is 
your ability to fit a situation or task, 
to join practical skill to a practical 
requirement. Nothing is demanded in 
business life for which some person has 
not the requisite ability. 

One of the laws of business success 
is that the highest achievement de- 
pends upon practical effort made witha 
determination to succeed. It may be 
in the direction of executive ability, 
capacity for details, or ability to 
surround yourself with those upon 
whom reliance can be placed for 
mechanical efficiency. Your particular 
sphere can only be decided by practical 
demonstration. 

It is necessary to use good judgment, 
know how to profit by past experience, 
take advantage of all opportunities, 
do things rapidly and well and do them 
just a little better than other people can 
do the same things, finding a way over, 
under, around or through, to see and 
appreciate situations. 

It is necessary to be tactful yet 
forceful, self-possessed under all cir- 
cumstances, showing a friendly at- 
titude, interest in the person being 
dealt with; sympathy indicated if not 
expressed where called for; confidence 
in bringing the other person to your 
way of thinking. 

All these things, however, must be 
tempered by a cheerful attitude. What- 
ever knocks come your way must be 
borne by a grin. 

To every man doing business in the 
business world, two things seem to be 
paramount—being a business man and 
doing business things. 

As Mencken has well said, ““A man 
and his mental powers are to be 
judged, not by his ability to ac- 
complish things that are possible to 
every man who attempts them, but 
by his capacity for doing things beyond 
the power of other men.” Business suc- 
cess is a fight against retrogression and 
for progress, and the real leader is the 
one who has will power and initiative. 

Since personal success or failure in 
business activities depends mostly upon 

(Continued on page 30) 
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“Trust in Providence” Nelson Street 
says that they want the Daily Snoozer 
issued during the convention in August. 








Regular attenders at National con- 
ventions know that the Snoozer is a 
regular feature, being a four-page 
paper printed at night and appearing 
each morning at the opening of the 
sessions. 


A bit of news possibly, a little by- 
play here and there, a morsel of scandal 
occasionally, and sometimes a little 
praise. 


Some take it seriously, some get a 
laugh, while others of honorable men- 
tion feel a swelling of the chest, and 
occasionally a scrap is narrowly avert- 


ed. 





All in all the Snoozer will endeavor 
to add just a little more personal 
interest to the daily meetings. 

To be a subscriber to the four-page 
daily issues, you must be in attendance 
at the convention at Providence. 





Being a subscriber may be worth the 
entire time and expense of the trip 
(provided you live in or around 
Providence.) 

National Secretary Woodlock ad- 
dressed a meeting at Cleveland recently 
He won an argument with Secretary 
Bill Gray by quoting the Bible. That’s 
an unfair advantage because Bill is a 
busy guy and plays golf on Sunday. 


If you want to learn the secret of 
success of M. G. Riley, secretary- 
manager of the Kansas City Associa- 
tion, just have a talk with his president 
—Arthur P. Lovett. When Lovett gets 
out his pipe and steams up you can 
expect something worth while in the 
way of conversation. 


Ex-National Director G. C. Driver 
used to own a derby hat. Fellow credit 
workers didn’t take kindly to the hat. 
A ride through back streets after a 
night meeting, shock absorbers not 
working and good-bye hat. 





Victor Comte, a director of the 
Toledo Association, is in bad repute. 
He accompanied a committee to 
Cleveland, attended a luncheon there 
and when the customary search and 
seizure act was put on after the meet- 
ing, Comte shed a bunch of silverware. 


Johnnie Bills, of Hot Springs, Ark., 
intimates she is having her troubles 
with meetings, high water and general 
every day annoyances. Miss Bills 
being from Texas, where everything 
runs smooth, does not realize that her 
troubles are just every day occurrences 
with the average bureau manager. 





A unique situation developed at the 
State meeting of Kansas Associated 
Credit Bureaus, at Emporia, last 
month. At least two-thirds of the 
bureaus of the State were represented 
and all were members of the National 
and Service Divisions. M. G. Riley put 
on a demonstration of selling a 
National membership and if skeptical 
merchants can withstand the argument 
M. G. put up and not sign the dotted 
line, I would like to know the shape of 
his dome. 





Guy Hulse, field representative for 
the Service Division, last month made 
a mid-western tour. Guy is a rather 
short, inconspicuous gentleman with 
thinning hair and a twinkling eye, but 
just watch that guy perform and notice 
how he sways his audience to tears or 
laughter as desired. There is some- 
thing peculiar about Hulse in that with 
his outburst of oratory and his right 
hand pointing toward heaven you will 


Develop 


Criticisms Solicited 


(For Waste Basket) 


HALF SCENT 


find his left hand in his 


pocket. There is nothing there to pro- 


trousers 


tect, as far as I have been able to learn, 
but possibly you may be able to learn 
the secret of a wee small bank roll. 
Secretaries should keep an eye onthat 
bird and not allow him to hang on 
them his famous night-shirt story. 

The Cleveland Association has a new 
president in the form of H. P. Chad- 
wick, credit manager of the B. R. 
Baker Co. There’s about 200 pounds 
of the “form.” It is gradually reducing, 
for “Chad” works up a white-heat 
when on the job. 

Much has been written, cussed and 
regarding the direct in- 
quiries, but one correspondent submits 
the following circumstance and sug- 
gests that the galvanized iron pajamas 
be awarded. It seems that the credit 
manager who still holds to the theory 
that direct inquiries is proper ethics, 
desired the address of an absconding 
debtor. He wrote to a distant bureau 
giving the usual hot line of “apprecia- 
tion for the courtesy, etc.,”” which 
bureau set its machimery to work and 
finally located the party, sending the 
address to the distant bureau and 
advising the inquirer that it could be 
had from his local bureau. “The direct 
inquirer,” however, did not care to pay 
the usual fee, so he proceeds to send to 
a prominent store in the distant city, 
a communication asking that they 
obtain the address from their local 
bureau and forward to him. The firm 
to whom the inquiry was sent, how- 
ever, did not see why they should pay 
the regular fee in order to save the 
“direct inquirer” a like amount. 

Direct inquiries in our estimation is 
a penny wise and pound foolish plan 
now participated in only by the old 
timers who recognize not the hand of 
progress. 


discussed 
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Repossessing Merchandise 


By H. Orrin Jones 


Manager, Dayton Retail Merchants Association 


EPOSSESSION of merchandise 
means a loss nine times out of 
ten, is the statement made by 

experienced merchants whose judg- 
ment and veracity we cannot doubt. 
We are told that repossessions make a 
serious cut in profits on goods paid for, 
therefore, if the repossession nuisance 
could be done away with, the saving 
would increase profits so that a lower 
general mark-up could prevail. 

Aside from loss on the original sale, 
where a repossession is made, the 
merchant is left with second-hand 
goods which must be disposed of in 
order to reduce loss as muchas possible, 
and those who buy these used goods 
would otherwise be customers for new 
goods sold at profit. And the customer 
has second-hand goods! 

That is the merchant’s side of the 
case. He loses a part of his money. 

What is the customer’s side? The 
amount the customer pays on those 
goods which are later repossessed, is a 
total loss. 

How about other merchants who al- 
so have extended credit to such cus- 
tomer? They are kept out of money 
due them; they lose, also. It therefore 
follows that so far as the community 
and all these interested parties are con- 
cerned, that money which the cus- 
tomer has paid on those goods might 


the merchant and all the community. 
The condition may never be eliminated 
entirely, but it can be reduced to a 
negligible minimum. How? By not 
overloading the customer. 

It is easy to know when you are 
overselling a customer. A report from 
the credit bureau will show you not 
only the customer’s habit of pay and 
the balances due to those whom cus- 
tomer gives as references, but also 
what he owes to others as well. The 
report will also indicate the customer’s 
income, his fixed expense for rent, 
food, etc., and his existing load of debt. 

Customer’s ability to pay is the 
measure of his income minus fixed ex- 
pense (for he have shelter, 
warmth and food) and existing debt— 
a simple methematical problem. 

When you kid the other fellow he 
may not believe you; to kid yourself is 
dangerous, for you believe yourself. 
And you kid yourself when you believe 
that a customer can pay out more than 
he takes in. The fellow who is re- 
possessed from, keeps up his payments 
as long as he can and staves off other 
creditors in order to do so. And when 
they become too pressing and he falls 
behind with payments to you, and you 
repossess, the others also repossess if 
they can, or they attach his wages time 
after time, and he ldses job after job. 


must 





just as well have been consigned to the 
fire! But one fellow gets his money, 
and that is the manufacturer; and that 
money goes out of town and locally 
does no one any good. The benefit to 
the manufacturer even is questionable, 
for his output is affected by the sale of 
second-hand goods reducing the de- 
mand for new goods. 

How to prevent losses incident to 
repossessions is a serious question for 


Just notice how wage-earners are going 
into bankruptcy. Overselling is as 
much the fault as overbuying—over- 
selling by the merchant “taking a 
shot” or thinking that he can “read 
the customer’’—bless you, lots of them 
cannot read themselves. 

No, they are not dishonest, for when 
they buy they intend to pay; but they 
cannot figure a budget; they do not 
take into consideration loss of wages 


due toillness and short-time, or lack 
of employment, and all that. Daily 
there come to our offices people in 
financial straits, and whom we try to 
assist; analyzing their cases often 
divulges the fact that they are obligat 
ed to pay more than they are earning, 








and no one is more surprised than 
themselves when they learn it. 

The fact that you are in business 
shows that you can figure a business 
budget; and it’s up to you to help a 
customer figure an individual budget; 
and to do that, you need the credit 
bureau. In its practical operation the 
credit bureau is not only a money- 
saver to you, but a community welfare 
service in assisting buyers to keep 
within their means, and thus insuring 
their future patronage and remaining 
self-supporting, instead of becoming 
charges on the community. 

To “take a shot” is suicidal when 
the gun is pointed your way. Get re- 
ports from the credit bureau on all 
the new accounts you open. 


We furnish fillers for the 
4-Point Collection Book 








at $2.00 per hundred 
Order your supply before you run 


clear out 











ConTROLLER - Aupiror - OrFice 
Manacer. Broad experience in 
office and store routine operations. 
Thoroughly familiar with the retail 
inventory method, stock controls, 
and standardized system of account- 
ing, also public accounting exper- 
ience. Married, age 37, good educa- 
tion. Prefer store doing a business 
of two to five million. Box W., 
Crepir Wor tp. 
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Human Memory — wonderful instrument but untrustworthy 
tool — has come to the end of its long run in American mer 
chandising. 


Things move too rapidly. Conditions are too complex. The man, 
or the business, that trusts to memory forgets more, and loses 
more, than can be afforded. 


And the credit manager must pass upon many matters where 
one written record is a better dependent than would be the 
dozen best memories in the world. 


If your store falls short of a complete written record system, 
that is at once your danger and your opportunity. Perhaps there 
was a day when a partial system was sufficient. But the spread 
of charge and installment purchasing, and the growing com- 
plexity of retail operations, have made complete written records 
necessary today, and from today on. 


Lamson Cash-Charge Systems compel written records. They 
permit a charge authorizer to see the names and the addresses 
They fix responsibility — centralize control and provide an im- 
mediately available running history of all transactions. 


Lamson Systems can serve you and your store in a thousand 
ways. Write for the interesting facts. 


THE LAMSON COMPANY 


SYRACUSE, N. Y. 


LAMSON 
SERVICE 


To Modernize Credit Methods 
... Written records 
of everything 
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The Secretary’s Page 


DETROIT ADOPTS UNIFORM 
APPLICATION 

The last recruit to the Uniform Ap- 
plication blank is Detroit. This uni- 
form application is to be furnished 
free by the bureau and the credit 
grantors have all agreed to use this 
The moral 
effect on the credit-seeking public 1s 


blank on all applicants. 


going to be wonderful, as they will see 
and recognize the application blank 
wherever they open an account and 
this will make them realize their credit 
record is being watched. 


SPOKANE PLANS CAMPAIGN 

The Retail Credit Men’s Association 
of Spokane, which is comprised of 175 
of the leading merchants, are going to 
put on an advertising campaign to 
educate the public to the value and 
The 
campaign is expected to bring about 
an understanding that will enable a 
credit man to assist a person who may 
have had financial difficulties, and also 
prove the value of a good credit rating, 


necessity of prompt payment. 


which may be derived by prompt pay- 
ment of accounts. 


TEXAS SECRETARIES MEET AT 
PORT ARTHUR 

Robert Stern, President of the Texas 
State Association, advises of a big 
meeting of the Bureau Secretaries in 
Port Arthur, May 23rd, 24th and 25th. 

Texas is still doing things and the 
other states had better look to their 
laurels or Texas is going to show them 
up in National organization, state 
organization and local organization. 


DETROIT BUREAU HAS RECEP- 
TION DAY 

A very novel plan for advertising 
the bureau and creating enthusiasm 
among the members was created by the 
Merchants Credit Bureau, at Detroit. 

They had a reception day and in six 
hours three hundred visitors were 
taken through the office and had ex- 
plained to them the mechanics of a 
credit bureau. 

The invitations to the public and 
the schools was very well received, 
and as a result Mr. Parker has been 
asked to address several schools, 
colleges and clubs. 


PITTSBURGH SHOWS LARGE 
GAIN IN MEMBERSHIP 

The May meeting of the Retail 
Credit Pittsburgh, 
Pennsylvania, was the largest in the 
history of that organization. Held at 
Hotel Henry on May 2, President 
L. M. Michaels, of the Harris Depart- 


ment 


Association, of 


Store, after routine business, 
Franklin Black- 
stone, of Frank & Seder Company, as 
chairman for the evening. The speak- 


introduced Colonel 


ers were National Director Frank E. 
Parker, of Detroit; Vice-President 
J. R. Hewitt, of Baltimore, and Man- 
aging Director D. J. Woodlock, of St. 
Louis, Missouri. 


Reports of Secretary Buckeridge 
showed five hundred and eighteen 
mem bers now in the local and National 
associations, and a decided increase in 
the use of Reporting Bureau service. 
Pittsburgh expects to make the largest 
gain this near in National membership 
of any city. 
PRESIDENT WEHL RETIRES 


MILWAUKEE ELects LAWLER 


In a stirring meeting held by the 
Milwaukee Local on Thursday, April 
28, President August Wehl reviewed 
of his administration 
during the past twelve months, and 


the activities 


spurred the members on to continue 
their good work. 

Two accomplishments of practically 
rank distinguish the recent 
history of this local association. Start- 
ing in April, 1926, with 140 members, 
President Wehl, with characteristic 
vigor and determination, inaugurated 
a campaign for new members. He 
secured 24 himself; Fred Krieger, 
secretary, obtained 8; while Gus Miller, 
who had been appointed a special 
representative, brought in 110! We 
believe that this sets a record for the 
number of members proposed by any 
individual. If any one else in the 
National Association can beat this, or 
has beaten it, let’s hear from him. 


equal 


A number of other members sold the 
idea of co-operation to their neighbors, 
so the total number of new names 
gained up to April 28 was 155, being 
an increase in one year of over 100%. 
We’re not through yet—we've just 


begun. Our aim is 500 regular, active 
members, and we'll get "em. Valuable 
prizes donated by local merchants and 
by National office were distributed to 
winners in the membership drive 

Of course there’s no use in building 
up a large organization without pro- 
viding means to keep it intact. The 
best thing Milwaukee ever did along 
this line was to establish a collection 
division, entering into a contract with 
an able attorney to handle collections 
for members at a very low cost. 

This service has been in existence for 
about five months, has been very active, 
and no complaints have been heard. 

“The Credit Man” is the name of 
the paper distributed monthly to 
members. It carries items of local 
interest and acts as a vehicle for the 
announcement of meetings. 

Much favorable publicity was gained 
through the production of a play, 
“The Trials of a Credit Man,” which 
was presented in March. All parts 
were taken by members, under direc- 
tion of Mr. Norbert Springob, of 
Gimbel Bros. One thousand people 
attended. The play was followed by 
a dance. 

In the April 28th meeting, members 
were disappointed when Mr. Wehl was 
obliged to announce that he would not 
be able to hold office another year. It 
was with sincere regret that he retired 
from official participation in the so- 
ciety’s work, and every person present 
expressed their appreciation of his 
loyal efforts during his first term. 


In his place Mr. Charles Lawler, 
of “The Famous,” was named Pres- 
ident. Other officers wlected are: 
First Vice-President, Mr. Arthur Huf, 
of the Milwaukee Electric Railway 
and Light Co.; Second Vice-President, 
Mr. Clarence Smith, of Bloch-Dane- 
man Co.; Treasurer, Miss Dorothy 
Gill, of H. H. West Co.; Secretary, Mr. 
Fred Krieger, of the Milwaukee Asso 
ciation of Commerce; Directors, Mr. 
H. A. Gibans, of the Boston Store, 
and Mr. Wehl, of Gimbel Brothers. 

Now we're all set to go, with the 
new administration. All ready for 
another year of co-operation with each 
other, with other locals, and with the 
National! 


(Additional items on page 78) 
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Credit Granting—the New ‘Profession 


By R. V. CHarree 


Credit Manager, Ernst Kern Co., Detroit, Mich. 





Editor’s Note—In referring recent- 
ly to the increasing complexities in 
connection with the granting of credit, 
B. C. Forbes said: 

“In a nutshell, the whole credit 
profession must be raised. The men of 
brains and experience who are al- 
ready in it must be elevated in rank, 
in power and in salary and attractions 
must be offered them sufficient to draw 
into the higher rank of credit 
those of superior ability.” 

Mr. Chaffee expands this idea still 
further in his article and the points 
which he makes about the necessity 
for the very careful consideration of 
the qualifications of the credit manager 
are worthy of study on the part of re- 
tail executives generally. 


men 











N the past there were known among 

scholars the three professions — 

theology, medicine and law. To 
these have been added numerous others 
in the progressive march of civilization. 
Webster’s dictionary defines “pro- 
fession” as follows: “the occupation to 
which one devotes one’s self; a calling 
in which one professes to have acquired 
some special knowledge used by way 
either of advising or serving them in 
some art.” 

Retail credit granting most certainly 
is applicable to these definitions, but it 
is an indisputable fear that as a whole 
we are not recognized as a profession. 

Why? Merely because retail credit 
granting is not legalized—because no 
definite educational and ethical stand- 
ard has been determined and conse- 
quently demanded by one who employs 
a credit manager and, because of this 
lack of standard, it is impossible to 
ostracize credit grantors if they con- 
duct themselves and their work un- 
ethically, as the Bar Association would 
expel an offender of their moral code— 
because there is very little classified 
and specific knowledge extant on the 
subject of credits—because there is too 
much dealing in generalities—because 
we sit idly by, accept the course of 
least resistance and do our daily duties, 
but do very little and often nothing to 
command recognition as professional 
people. We are apathetic and display 





no initiative in introducing action or 
are indifferent toward those who do ask 
our help and assistance in elevating our 
standard of knowledge and ethics. 

We who are credit men are firmly 
convinced that retail credit granting 
is a profession, but we must take steps 
to make it a legalized profession. 

As human beings, we can divide our- 
selves in three distinct classes—lead- 
ers, intermediates and followers. Lead- 
ers are born, not made, so we can’t all 
be in that vanguard. It is no disgrace 
to be a follower, if we put our best 
efforts into assisting our leaders; but 
we must not lapse into the intermedi- 
ate class, who, not having the ability 
to lead and lacking courage or faith to 
follow, tenaciously hang on the fly- 
ing coat tails of progress shouting 
“stop,” laboring under the delusion 
they are conservatives of deep intellect. 
That is why we have so few retail 
and we have no one 
to blame but ourselves. 


credit executives 


Particularly in view of the excellent 
work that is being done in such insti- 
tutions as New York University, the 
Graduate School of Business Admin 


Would they submit themselves to one 
who had never made a study of surgery 
throughout a prescribed time and in an 
accepted seat of instruction? 

Let me paint three pictures which 
are suggested by a playlet given in 
San Francisco by the local association 
Pictures of the 
Past, the Present and the Future. 


there some time ago 


The first one goes back twenty years 
or more and we find ourselves in the 
general offices of a department store. 
It is opening time and the chief book- 
keeper, who is supposed to have charge 
of any credit granting, and a ste 
nographer are busy dusting and sweep 
ing the office when the salesmanager 
enters and throws a cigar butt on the 
floor. Then he turns to the chief book 
keeper, gives him a dime and tells him 
to go out and get him another and 


hurry up about it. Needless to say 


he jumps with a “yes, sir; yes, sir.” 
When he returns the store owner and 
salesmanager are looking over a list 
a charge 
In reading 


of people who requested 
account the previous day. 
off the names they come to one that 
causes the chief bookkeeper to excuse 




















CREDIT 
MANAGER, 








istration at Harvard and the Detroit 
Institute of Technology. 
Wuere Sxitt Is Essentiar 

I hear some criticism that a schooling 
in credits is all nonsense and super- 
fluous, that the place to learn is in the 
School of Experience and Hard Knocks. 
True, experience is a great teacher if 
we already know the fundamentals, 
but how many of those critics would 
have their appendix removed by a man 
who was not an accredited surgeon? 





himself for the intrusion and express 
himself as thinking Mr. So-and-so 
should not be given an account. * 
Whereupon the salesmanager flares 
up and asks the chief bookkeeper what 
the devil he knows about it, hasn’t he, 
the salesmanager, met the customer in 
a Turkish bath a couple of times and 
doesn’t he know he’s O. K.? How 
preposterous to doubt the salesman- 
ager’s judgment! The idea of question- 


(Continued on page 29) 
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The new Hudson’s Bay store in Winnipeg a's 


tS new stores of The Hudson’s Bay Company, in ’ 


Winnipeg and Vancouver, represent the peak of 
achievement in planning and equipping department 
stores. ’ 


Before deciding upon National Charge Phones and Cash 








Registers, the management of these stores made an 
exhaustive study of department store systems for more ’ 
than two years. ( 
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AY EQUIPS TWO NEW 
(AHARGE-PHONE SYSTEM 







































The Vancouver store of Hudson’s Bay Company 


1 This investigation resulted in the equipping of their new’ 

f Winnipeg store with a 120-station charge phone system 

t and an installation of the same system in their Vancou- 
ver store. 

” The speed, accuracy and economy of service which were 

1 responsible for this decision are causing stores every- 

e where to change to this better way of authorizing 
charges. 
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LET THAT LETTER WIN A 
TYPEWRITER 

The Savings Bank Journal, New 
York City, is conducting a good and 
bad letter contest. For the best letter 
they receive they will give a Reming- 
ton portable typewriter, also for the 
worst letter they will give a Reming- 
ton portable typewriter. 

This letter must have been received 
by you from some debtor or credit 
customer. 

Here is a chance to capitalize that 
terrible misspelled, mixed-up letter you 
received the other day. Send all letters 
to Contest Editor, Savings Bank 
Journal, 11 EF. 36th St., New York 
City. 


SONGS FOR NEXT MEETING 
The following are two parodies 
originated by Mrs. Mary MclIntyre, 
of Missoula, Mont. These songs are 
used, with several others, at each one 
of our bi-monthly meetings. Number 2 
is used as a closing song, while in the 
chorus the number “two-eight-nine”’ 
is the telephone number of the bureau. 


l 
THE CREDIT MEN’S LAMENT 
(Tune: “Last Night on the Back Porch” Chorus. 
It’s “charge it” in the morning 
And “charge it” at night. 
It’s “charge it” most all the time, 
It certainly is a fright. 
And when we ask a payment, 
On a bill that’s long past due, 
We hear that old story, 
“We'll pay in a week or two.” 


5 


- 


THEY AIN’T GONNA STICK US NO MO’, 
NO MO’. 
(Tune: “It Ain’t Gonna Rain No Mo’.) 
A man walked into our grocery store, 
Said, “I want some groceries charged,” 
And when we sent the bill he’d gone, 
And he is still at large. (Chorus.) 


A man walked into a local store, 

Said, “Will you cash this check for me?” 
And when we took it to the bank 

We found it was “N. G.” (Chorus.) 


The boys have got together at last, 
And now without more fuss, 

We'll get the dope upon them all, 
Before they can get us. (Chorus.) 


Cuorvs: 
They ain’t gonna stick us no mo’, no mo’, 
They ain’t gonna stick us no mo’; 
We'll just get the dope from two-eight-nine, 
For they ain’t gonna stick us no mo’. 
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LIVINGSTON HAS DEBATE 

At Livingston, Montana, last month, 
there was a very interesting debate 
took place. The subject was, Resolved 
that the extensive use of installment 
buying is fundamentally sound,” and 
the debaters were Butte, Montana, 
vs. Livingston, Montana. 

The decision was so close that before 
rearranging the credit structure of the 
United States to conform with the 
decision handed down by the judges, 
they decided they wanted the opinion 
of a few other debaters. 

This was a very educational and 
interesting stunt and it is given you 
as a suggestion for your local. 


WHOLESALE AND RETAIL AS- 
SOCIATIONS CO-OPERATE 
FOR MUTUAL BENEFIT 

R. J. Puckett, National director at 
Wichita, gives brief outline of benefit 
derived by complete co-operation be- 
tween N. A. C. M. and R. C. M.N. A. 
The following is quoted from his letter: 

“It has been my observation and 
has been truly said that ‘a chain is 
only as strong as its weakest link,’ and 
I have also noticed recently the quota- 
tion by John Wanamaker that ‘there 
is no necessity of a man groping in 
the dark when he has the light of other 
men’s experiences to guide him,’ and I 
believe that an Association such as 
ours is a light by which to guide the 
individuals in their respective institu- 
tions to better handle the positions 
they occupy, both to the profit of 
themselves and their firms, and we 
here in Wichita have benefited very 
materially by conseling with and co- 
operating with the Wichita Association 
of Credit Men. We feel proud of their 
friendship and they in turn respect 
the fact that only through the very 
best retail credit granting methods can 
their members best benefit, and insure 
themselves from financial losses. 

“It was with this idea in mind to 
further the cause of friendliness and 
co-operation, that the Wichita Retail 
Credit Men’s Association inaugurated, 
on January 19th of this year, the first 
annual meeting of the two associations. 

“It was not long after that that 
we were advised of the action taken 
by the Executive committees of the 
two associations at the meeting in New 
York City, wherein they recommended 
that in each locality or city where there 


were the two associations, they make 
every effort to form the very closest 
possible alliance and co-operate for the 
purpose of building both associations 
to the greatest degree of efficiency for 
the purpose for which they operate. 

“As you know, we have enjoyed 
very much the co-operation between 
the Wichita Association of Credit 
Men, of which Mr. M. E. Garrison is 
manager, and he has most willingly 
and cheerfully given of his time and his 
advice in the building of our own 
association and Credit Reporting 
Bureau. From our experience here 
in Wichita, we can heartily recom- 
mend that in those cities where there 
are the two associations, that they 
co-operate and work together, because 
there are certain lasting benefits, as 
the experiences of one will lighten the 
load for the other.” 





Credit and 
Collection Manager. 15 years ex- 
perience in installment credits. Em- 
ployed at present. Address com- 
munication to Box ‘“O”, Editor 
Crepir Wor tp, Equitable Building, 
St. Louis, Missouri. 


Position WANTED: 

















CLEVELAND | 
| COLLECTIONS | 
are 


| 
| SOLICITED 


DEPARTMENT 
| owned and con- 
| trolled by representative 
retail establishments of 
City. 


and solicits, all forwarded 
claims for collection. 





Address 
The Cleveland Retail 
Credit Men’s Company 


405 Chamber of Commerce 
Building - Cleveland, Ohie 
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Facing the Credit Man’s Problems 


(Continued from page 7) 


toward causing this customer to carry 
out the agreement which he has just 
entered into? 

Should the report from your credit 
bureau or from references direct when 
a credit man is so handicapped as not 
to have a bureau or association avail- 
able, there arises a special test as to 
whether or not to use this policy of 
frankness. It sometimes seems so much 
easier to just “soft-soap” the customer 
and let him down easy. Sometimes 
this is perhaps advisable, but, generally 
speaking, is it after all the better way? 

You are, of course, faced with the 
two-fold proposition of avoiding the 
unwise extension of credit, but at the 
same time retaining, if at all possible, 
the customer’s good-will and cash 
patronage. What surer way of doing 
this, after all, than through frankness 
and sincerity? 

Tell the customer frankly what the 
trouble is with his report, show him 
just why you cannot sell him on credit, 
or at least to the extent he desires,— 
put your cards on the table. If he has 
withheld from you references which 
through your bureau yield derogatory 
information, show him that this is 
available to you anyway, and that 
such methods gain nothing. If his re- 
port shows that he has overbought, dis- 
cuss with him the fallacy of his practice 
and suggest methods of correcting it. 
If he has been negligent as to settle- 
ment, show him the bad results which 
inevitably follow. 

Should you hold any doubt as to the 
advisability of this course, try it out in 
15 or 20 cases—the results will no doubt 
surprise you. Bear in mind, too, what 
your own experience will verify: that 
when a customer is turned down in an 
evasive, indirect manner, 10 to 1 the 
customer knows the trouble, anyway. 
So why not come clean and tell him? 

Not only does he respect you the 
more for this frank explanation, but 
often you can at the same time offer 
helpful advice, through which many a 
well-meaning, but misguided customer 
has repaired an unsatisfactory credit 
record. Maybe it is just the shock he 
needs. Not only do you then retain 


his confidence and friendship, but in 
many instances you can, with all safety, 
sell him later on credit as well. 


Discretion, of course, must neces- 
sarily be used in making known to a 
customer directly and in detail the 
report of his references or of the local 
bureau. To do otherwise would violate 
the confidence in which credit informa- 
tion is given—and nothing is more 
reprehensible than for a credit man to 
save himself in a tight place by hiding 
behind the other fellow’s report, put- 
ting the blame on him. 

The customer can be given to under- 
stand the trouble in such a way as to 
avoid this. He already knows of his 
slow account, P & L balance, or un- 
satisfactory record anyway, and it is 
unnecessary to quote the firm or the 
amount directly. Further, your frank- 
ness often discloses a mistake in the 
report, leading to its corrections and 
profitable relations. 

The greatest problem in any credit 
office is not in avoiding the deadbeat, 
but in restraining customers of limited 
charge ability from overbuying. To 
guard against this, it is necessary not 
only to fix limits on all accounts, but 
also to watch these limits diligently. 
To keep accounts of this sort within 
their safe bounds, and at the same time 
retain the friendship and patronage of 
the customer, requires oftentimes a 
massive brain and a convincing tongue. 
Particularly does this apply, however, 
when the question of limit has not been 
frankly discussed with the customer at 
the proper time: when the account was 
opened. 

A customer summoned to the credit 
office upon completion of a purchase, 
arrives in a naturally antagonistic 
frame of mind. Tactful, indeed, is the 
credit man who can consistently handle 
the interview in such a manner as to 
successfully achieve his goal: the 
purchase refused, reduced, or approved 
through satisfactory arrangement ar- 
rived at — and the customer’s good- 
will unshaken. 

Through no avenue will the credit 
man be so sure of his ground, however, 
as when fortified with the old-fashioned 
virtues of courtesy, sympathy, interest 
and — after mentally arriving at his 
conclusion — frankness. 

Take the customer into your con- 
fidence and tell him frankly the reasons 
for your conclusion. Show him that 








while you would like to do as he wishes, 
that would not be best for him any 
more than for your firm. The Golden 
Rule probably explains why this note 
of sincerity is sensed by the customer. 
Anyway, it works two to one more 
successfully than vague excuses or 
reasons only hinted at. The latter often 
sends the customer put, not only 
disappointed in the immediate transac- 
tion, but inoculated with a germ, at 
least, of doubt, as to whether his ac- 
count has been placed with the right 
store as well, 


No doubt much of the good results 
obtained through this policy is directly 
attributable to the fact that one can 
talk so much more earnestly, so much 
more convincingly when he knows that 
The other 
fellow seems to sense this, and not only 
appreciates that fact, but the more 
readily comes around to your viewpoint 
and your decision. 


he is “shooting square.” 


One point alone more than justifies 
the adoption of this credit policy, even 
if results obtained were not materially 
better. This is, that the credit man 
knows at the end of the day he has not 
only been fair to his fellow-man, fair 
to his employer, but also fair to him- 
self! There results a feeling of inward 
satisfaction which can be had in no 
other way, spurring him ever onward 
toward an even more sincere, more 
successful tomorrow. 


We furnish fillers for the 
4-Point Collection Book 


at $2.00 per hundred 


Order your supply before you run 


clear out 


The local church was making a drive 
for funds and two colored sisters were 
bearing down hard on Uncle Rastus. 
“I can’t give nothing,” exclaimed the 
old darkey. “I owes nearly everybody 
in this old town already.” “But,” said 
one of the old collectors, “don’t you 
think you owe the Lord something, 


too?” “I does, sister, indeed,” said the 


old man, “but he ain’t pushing me like 
my other creditors is.” 


2 OR AI the 
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Installment Selling 


(Continued from page 6) 


in the city of Pittsburgh in the Fourth 
Federal Reserve District. 


SALES FOR DECEMBER, 1926 
Pitta- Dis- 
burgh trict 
6a. % of regular charge sales to total sales, 


Rie Meosccocegececes 56.0 49.6 
6b of instaliment sales to total sales, 
SS eee 63 53 
7a. Accta. rec. (charge) Dec., 1926, “comp. 
2 < Pere 5.9 103 
7b. Accts. rec. | ma Dec., 1926, 
comp. with Dec., 1925... . - 96 12.7 
Sa. % of collections on charge accts. rec. 
during Dec., tay to charge accts. rec 
on Nov. 30, 1926. ........-. .-48.3 44.9 
&b. % of woe ny —_ charge accta. rec. 
during Dec., 1925, to charge accts. rec. 
on Nov. 30, PTS 510 46.7 


9a. % of collections on installment accts. 

rec. during Dec., 1926, to installment 

Ppt rec. on Nov. 30, 1926__..- 16.1 16.5 
9b. % of collections on installment accts 

rec. during Dec., 1925, to installment 

accts. rec. on Nov. 30, 1925.........16.0 16.5 
Nore, —16 firms reported on the above split- -up items, 

5 in Pittsburgh and 11 in other cities 


STORE SALES FOR JANUARY, 1927 


Pitts- Dis- 
burgh trict 

6a. % of regular charge sales to total sales, 
ae Ve EE ae 5 2 

6b. % of installment sales to total sales, 
ag i si ieie inci dna tndncin ict j 7.0 

7a. Accts. ree. (charge) Jan., , 1927, comp 
Ss Bt anitccecamindemeas 6.7 


= 4.0 

7b. Accts. rec. (installment) Jan., 1927, 

compared with Jan., 1926 a 30 538 
8a. % of collections on charge accts. rec. 

during Jan., 1927, to charge accts 

rec. on Dec. 31, 1926. ............. 46.0 46.4 
Sb. % of collections on charge accts. rec 

during Jan., 1926, to charge accts 

rec. on Dec. 31, 1925.._...........479 46.9 
9a. % of collections on installment accts. 

rec. during Jan., 1927, to installment 

acets. rec. on Dec. 30, 1926_.....-.- 17.0 17.6 
9b. % of collections on installment accts 

rec. during Jan., 1926, to installment 

accts. rec. on Dec. 30, 1925_........ 17.4 17.1 


Nort in Pitteburgh arty op, the chore eolt-np tema, 
Considering the prompt manner in 
which our time payment accounts are 
being paid, it would seem that the 
buyers have a tendency to observe and 
comply with terms more so on this 
type than on the general account. It is 
therefore suggested that we stress the 
importance of a more rigid censorship 
on general accounts after a more 
definite term and collection policy is 
established, and the necessary equip- 
ment allowed to make this possible. 

Although a universal policy on 
general accounts seems a difficult 
proposition to put over in Cleveland, 
it is a good subject to bring up at this 
meeting where so many of our superior 
officers are attending. 

Your special attention is called to 
the fact that action is now being taken 
in Detroit to standardize on the policy 
of general accounts. 

We are given very definite warning 
that at all times without any excep- 
tion, aside from the close scrutiny of 
the character and ability of the ap- 
plicant to carry out his contract, there 
should be no deviation in insisting 
on a legitimate down payment. The 
theory being that a customer should 


have the feeling that he is buying and 

not borrowing the article. 

And further, as you all know, the 
utility of the item must be given care- 
ful consideration and at no time must 
the item depreciate in value to an 
amount in excess of the remainder 
owing on the account; that is, de- 
preciation should never outrun liquida- 
tion. 

We have listed for us a few com- 
modities sold on the installment basis 
as follows: 

Adding machines and similar office 
equipment. 

Automobiles—including both new and 
used cars, trucks, busses and taxi- 
cabs. 

Automobile tires. 

Bonds. 

Books. 

Building material, including wall board 
roofing lumber, etc. 

Correspondence school courses. 

Clothing (men’s and women’s). 

Cash registers. 

Cedar chests. 

Carpets and rugs. 

Cream separators. 

Diamonds. 

Electric wire installations. 

Electric fixtures. 

Electric lighting and power plants. 

Fur. 

Furniture—office and household. 

Heating equipment. 

Jewelry. 

Kitchen cabinets. 

Land. 

Musical instruments—notable pianos 
and Victrolas. 

Machinery. 

Paints. 

Refrigerators. 

Radio equipment. 

Ranges. 

Ready cut houses. 

Stoves. 

Sewing machines. 

Safes. 

Silverware. 

Typewriters. 

Vacuum cleaners. 

Washing machines. 

Water systems. 


Watches. 
There seems to be a very definite 
opinion that there is much good 


derived from installment selling and 


that in the well organized business 
houses, it is so handled, from every 
standpoint, that calamity cannot come 
either to the seller or the buyer, but 
the caution as sounded seems to apply 
to those businesses which, because of 
competition, enter into the installment 
game blindfolded, if you please, being 
neither properly capitalized for the 
handling of this character of trade 
nor being equipped to control it to the 
extent that they will be properly safe- 
guarded so far as security, either in the 
credit of the purchaser, or the repossess 
value of the item sold. 

I was told the other day by a 
prominent banker that the best invest- 
ment that could be bought was 
installment paper covering gas stoves. 
The thought being that the stove is 
indispensable. Similar application can 
be made in a lesser degree to other 
items of household utilities. 

Another point that I had never 
thought of was that there seems to 
be small danger of serious loss in the 
selling, under proper conditions and 
control, of pleasure vehicles. These are 
for the use of the family, but on the 
other hand, there is an existing risk 
in the sale of trucks or other industrial 
vehicles with an estimated earning 
capacity; the thought being that the 
family does not go into bankruptcy, 
but that the individual does under 
stress of certain circumstances. 

The proponents of installment selling 
ask us the question what would have 
happened to commerce or industry as 
a whole, if there had not been used the 
medium of installment selling in the 
last several years by which means many 
billions of dollars worth of goods have 
been manufactured, sold, paid for and 
consumed, dating the definite entrance 
of this medium of selling to the point 
of high sales volume evidenced at 
close of the late war. 

We are told by one authority, a man 
frankly favorable to installment selling, 
that the installment sales for the year 
1925 are as follows: 


“8, 780,000,000 
789,000,000 





234,000,000 

174,000,000 
Radio -.- 181,000,000 
Washing wiki 104,000, 
Vacuum Cleaners... - 56,000,000 
Sewing Machines... .. 106,000,000 
Gas Stoves._....... ae 27,000,000 
Mechanical Refrigerators._......, 16,000,000 
Jewelry Store Goods - .. 108,000,000 
Clothing (installment houses ani 97,000,000 
Clothing (10 pay plan) ‘ sit 185,000,000 
Property improvements ... 108,000,000 
TE wdamsene< ~~ 75,000,000 
Other farm machinery ‘ 31,000,000 
All others... ... 108,000,000 


6, 179,00 000,000 
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He further reports that the average 
outstanding on this total volume was 


$2,638,000,000. Deducting the cash 
price of these various commodities and 
items from the total installment sales 
prices, we have a difference of $475,- 
000,000. Your particular attention is 
directed to the figures which this 
authority gives on clothing ten-pay 
plan. I had no idea that it had reached 
any such volume. 

As there is no carrying charge on the 
ten-pay plan, we deduct the $185,000,- 
000 in order to approximate what the 
total percentage of carrying charge is 
and we find the result to be approx- 
imately 8.7 per cent, an astoundingly 
low figure. 

But to me, a layman, being neither 
an analyst or statistician, it occurs 
that possibly there are a lot of charges 
covering certain protective features, 
insurance, etc., that are not included 
in these figures and it would probably 
make the percentage higher. 

The above seems rather to confirm 
a general statement recently made to 
the effect that estimates of the total 
amount of installment sales vary from 
seven to ten billions per annum. The 
American Banker’s Association recent- 
ly made an analysis of such of the field 
as furnished reliable statistics and 
estimated that approximately forty- 
two per cent of the annual sales under 
this plan is outstanding at one time. 

Many economists consider this a 
low estimate of the ratio. Using this 
figure as a basis, would indicate that 
somewhere between three and four and 
one-half billions of dollars are out- 
Standing at present. Still other 
authorities place the outstanding total 
at five billions. 

It is estimated that of the total of 
40 billions retail sales of the country, 
7 to 10 billions represent installment 
sales. No one will deny that this is a 
very impressive proportion. 

From a rather narrow viewpoint and 
not being fully posted, I hesitate to 
mention it; however, I believe there is 
a decided extra expense involved in 
the conduct and collection of install- 
ment accounts, which the merchant 
cannot or does not definitely classify 
in his total operating expense. 

There is a hidden expense in con- 
nection with the administration of this 
installment game. Not only from the 
Standpoint of the depreciation of re- 
Possessed merchandise, it oft being 


inadvisable to repossess, but the extra 
time required on the part of the office 
force in attempting to adjust com- 
plaints (in many cases unfounded) as 
made by the delinquent installment 
customers. 

An open account customer, once she 
establishes her credit with your store, 
automatically becomes a permanent 
credit customer unless circumstances 
arise in her individual case warranting 
a control or restriction of her buying— 
very small in proportion. 

On the other hand, every install- 
ment purchase carries with it the new 
application, the added interview, the 
new contract, the issuance of certain 
payment booklets, the preparation and 
filing of the chattel mortgage and the 
large number of specific and collection 
follow-up efforts. 

In mentioning this fact, I frankly 
could not conscientiously refute an 
argument as now advanced to the effect 
that the carrying charge or interest 
charge covers the added expense. 

In the June, 1926, issue of the 
National Retail Dry Goods Associa- 
tion Bulletin, there is a good article on 
“Figuring Profits from Deferred Pay- 
ment Sales” by Mr. Friedman, C. P. A. 
to the Comptrollers Congress, un- 
doubtedly of particular interest to you 
comptrollers. 

The suggestion is made that because 
of the vast amount of credit available 
in commercial banks there can be no 
unfavorable reaction in even further 
promoting installment selling. 

The thing that as a layman, not as 
a financier or as a specialist, I often 
wonder at is this: “If the commercial 
banks are really the ones that furnish 
the actual capital for the carrying on 
of this installment business, how long 
will it be before the bankers decide 
that they have reached the stopping 
point?” And if they begin to draw in 
their lines, that is, restrict the amount 
of credit for this purpose, where will 
the money come from to continue? 

This thought suggests itself to me 
for the reason that all of the comments 
that I have read on the subject coming 
from bankers seem to be along the 
cautious end; paradoxically, their 
preaching may be to prevent just such 
a condition arising. 

I am informed that we should 
remember that it is our supply of gold 
that supports credit; we must bear in 
mind that some. of the foreign nations 





have already stabilized their currency 
on a gold basis and that others are 
now attempting to stabilize on a gold 
basis and that in the ordinary course 
of events, some of our supply of gold 
must go back to foreign countries. 
How soon, or in what proportions, is 
not estimated, but as our supply of 
gold is diminished, there will follow a 
proportionate contraction of available 
bank credit. 

With your permission, I will mention 
a few items which should be of general 
interest. We list below the percentage 
of sales on the installment plan on 
leading commodities: 


Washing machines. 0% 
Pianos ‘ woe, 
Sewing Machines... 0°, 
Vacuum Cleaners .--85% 
Phonographe. .. Boe, 
Radios 75% 
Automobiles Th% 
Furniture . . . . 70% 
Jewelry ....... 25 


A co-operative merchandising insti- 
tution made up of direct-to-the-con- 
sumer installment sellers of women’s 
and men’s wearing apparel, operating 
in Chicago, did in 1926 a business of 
$1,200,000. Only the dealer who either 
goes himself from customer to cus- 
tomer at the home or has a crew to do 
so, is allowed to become a member of 
the organization. 

They report credit losses low and the 
thought brought out by their method 
is that instead of waiting for the cus- 
tomer to come in they are actually 
engaged in seeking out the customer in 
his home and inducing him to buy. 

Your attention is directed to the 
revolutionary steps now being taken 
in England by the sellers of furniture 
and household supplies, by dispensing 
with the usual ten per cent down pay- 
ment and giving from 36 to 40 months 
to pay. The House of Drage and the 
Selfridge Provincial Stores, Ltd., are 
the leaders in this movement. 

I have here a copy of the Drage 
advertisement in the Daily Telegraph, 
undoubtedly sent to me by some en- 
thusiastic merchandising or sales man- 
ager—of course, simply as a matter of 
information. 

Another rather unusual statement 
was made recently at the meeting of 
the Retail Credit Men’s Association 
in Washington, and it was that a sys- 
tem of charges for credit accounts is 
to be one of the retail developments 
within the next few years, and this 
statement, coming from a _ general 


(Continued on page 26) 
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The New 





National Association Sign 


HY do men wear buttons, 

emblems, insignias, in their 

lapel? The answer is obvious. 
They are proud as a “peacock” toshow 
the world that they belong to a fra- 
ternity, lodge or association. Do you 
show your affiliation with this associa- 
tion? Is your office adorned with a 
National Association sign? If not, 
why not? 

Of late your association has had 
National 
membership sign, and the stock of the 
old signs is almost depleted; so your 
managing director made a careful 


study of “signs” and with the knowl- 


numerous requests for a 


edge at hand chose the sign that is 
pictured. 

It is a Prismatic Indoor sign, 6 inches 
wide and 9 inches long, carried out in 
red and black, made of metal and 
covered with celluloid, beveled nicely 
around the edges; equipped with a 
chain for hanging and an easel for 
It is also equipped with a 
“window” enabling a member to place 


desk use. 


in it his local membership card, in that 
way tying up the membership of the 
national and local associations. 

This sign is artistic in color and 
construction and will grace any office 
or desk. 


Address Orders to 


Keep the sign in full view of your 
customers, on your desk, wall, or 
cashier’s office, for it hasa far-reaching, 
psychological effect. It acts as an 
identification of your worldly affilia- 
tion, and is always a safeguard for 
impostors or “deadbeats.”” Orders for 
these signs will be filled in two months, 
or as soon as a sufficient number of 
orders are received to enable the as- 
sociation to buy them on a quantity 
basis. 


The price of each sign is $1.00, or 
90 cents each in 100 lots. 


Send your order today! 


RETAIL CREDIT MEN’S NATIONAL ASSOCIATION 


Equitable Building ‘ 















MEMBER 


RETAIL CREDIT MENS 


NATIONAL 
ASSOCIATIO 





St. Louis, Mo. 
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One Clerk and Only Thirty Minutes 


for Daily Check on 10,000 Accounts 


(Continued from page 9) 


When the amount is settled in full, 
the plate is removed to the inactive 
file, arranged in strictly alphabetical 
order, after first addressing to the cus- 
tomer a “‘filled in” form letter, ex- 
pressing appreciation of past patronage 
and inviting an early opening of an- 
other account. This letter is followed 
by a series of letters along the same 
lines, supplemented by sales literature. 
If the customer reopens the account, 
the plate is readily available to be re- 
placed in the active list and handled as 
before. The same applied to the pros- 
pect list, which bears the symbol “‘p” 
in the place of the pay date. If an 
account is opened with a prospect, the 
letter “p” is blocked out on the em- 
bossing machine, the pay date substi- 
tuted, and it is ready for the active list. 

“Skips” and “locates” carry the 
symbol “I” and are reviewed periodi- 
cally. Being all in one drawer, it is 
an easy matter to run out a list of 
these occasionally and submit it to the 
postoffice for correction, along with the 
regular mailing list of prospects. Open 
accounts have their separate files and 
carry the symbol “o.” They receive 
attention twice each month or oftener. 
Bad debts are marked “bd” and are 
Segregated in a separate file, making 
it unnecessary to inspect these ac- 
counts several times each month along 
with the active ones. 


No AppITIONAL ExpEeNsE 


This system has been “tacked on” 
to the advertising campaign of the 
firm without the expenditure of $1 in 
excess of the original advertising ap- 
propriation, and it does not interfere 
with the advertising work in any way, 
but rather supplements it. It is espe- 
cially valuable in that the mailing list is 
up to date at all times. 

Grunbaum Brothers, Inc., uses only 
one collector for the 10,000 accounts 
carried, as most of the collection work 
is done from the office. A few years ago 
a lawyer was used extensively in the 
extreme cases. Then it was noticed 
that often one collection letter from 
the lawyer brought immediate results. 
The idea was then conceived of organ- 
izing a corporation among members of 
the firm. It was called the Equity Law 





and Collection Company. The col- 
lection messages are sent out from the 
law department of this corporation to 
the delinquent accounts where this 
measure is thought advisable. The 
procedure is as effective as though the 
letters came from the regular legal 
course. Some $5000 has been collected 
through this agency that otherwise 
would have gone to a lawyer. 

The telephone collections have also 
been used successfully. A polite, in- 
offensive telephone message establishes 
a personal contact not possible by let- 
ter. If this is done by a tactful person, 
customers do not take offense. How- 
ever, letters play a big role in the col- 
lection department. This firm finds 
that form letters are better than those 
dictated at the spur of the moment, 
because greater thought can be given 
to the compilation of a form letter. 
Furthermore, the work of dictating let- 
ters, which is no small task, need not 
be delegated to subordinates. 

One of the most effective letters used 
by this concern is also the shortest. 
It reads: “‘At your convenience please 
call at the credit department on the 
mezzanine floor and ask for the un- 
dersigned. Your very truly.” 

This letter rarely fails to bring in 
the delinquent debtor. Prompted, no 
doubt, by curiosity and fear of unusual 
consequences should he fail to respond, 
he makes his appearance at the office, 
as suggested in the letter. This gives 
an opportunity to talk matters over, 
and should there be a real reason for 
the delay in making payment, extension 
of time is mutually agreed upon. But 
more often it is merely neglect to give 
attention to regular statements or let- 
ters sent out. The informal and pleas- 
ant chat in the office calls it adequately 
to attention. 


WHY COLLECTION MEN GO MAD 

“Dear Meester Herbert: I got your 
letter about what I owe you. Now be 
pachunt. I ain’t forgot you. Please 
wait. When sum fools pay me I pay 
you. If this wuz judgment day and 
you wuz no more prepared to meet 
your Maker as I am to meet your 
account, you sure would have to go to 
hel. Trusting you will do this.” 





SPRINGFIELD, ILLINOIS 


’ The annual meeting of the Retail 


Credit Association of Springfield, 
Illinois, was held April 19th. Over 
three hundred credit managers and 
store owners were present. 

Managing Director D. J. Woodlock 
and Assistant Secretary A. B. Sanders, 
of the R. C. M. N. A., were present. 
Mr. Woodlock’s address was broad- 
cast over the radio. 

A unique entertainment, demon- 
strating the trials and troubles of the 
credit man, was presented by ten 
credit men and women of the local 
association. 


LEXINGTON, KENTUCKY, 
ANNUAL MEETING 

On April 28, the Lexington (Ken 
tucky) Retail Credit Association held 
a large and enthusiastic meeting in the 
ballroom of the Lafayette Hotel. 

Managing Director D. J. Woodlock, 
of the R. C. M.N. A., was the principal 
speaker. 

Over one hundred proprietors of re- 
tail stores were present, in addition to 
the eighty members of the Credit Club. 

Lexington is enthusiastic regarding 
the success of their credit rating 
bureau, under the management of 
J. T. McCarty. 


UNIONTOWN, PENNSYLVANIA, 
MEETING 

On May 3, the retail merchants of 
Uniontown held a meeting at which 
D. J. Woodlock, managing director 
of the R. ©. M.N. A., was the speaker. 
About 100 were present and plans were 
made for development of a community 
credit policy with close co-operation 
with the Uniontown credit bureau, 
in charge of E. H. Ward. 

CLEVELAND HOLDS SPECIAL 
MEETING 

On May 4, the Cleveland retail 
credit men invited the store owners 
to a special business meeting at the 
Hotel Cleveland, for the purpose of 
getting together on a community 
credit policy, wherein all would co- 
operate on terms, closing dates, col- 
lections, etc. 

It was a large and enthusiastic 
gathering. The principal address was 
made by D. J. Woodlock, managing 
director of the National Association. 
This was followed by an open dis- 
cussion. A delegation of retail credit 
men from Toledo were present. 
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New Ideas Department 





bers. 


Send in your ideas now. 





In this department we hope to exchange all the new ideas which have been worked out by the different mem- 
If every member will send in his ideas and forms we can make this a very interesting and educational 
department and we will soon be devoting four pages instead of one to this valuable department. 
We are going to leave it entirely up to the membership whether or not they want this department. 
If you want this department, you can so indicate by forwarding your ideas and forms, both on credits and 


collections. This department will be discontinued the first month we fail to get enough new ideas, forms, etc., 
from the members to fill at least one page. 


Let’s make this a real big clearing house for ideas. 








HOW I KEEP MY FINGER ON MY 
CREDIT CUSTOMERS 
By D. B. Baitey, Proprietor of 
Bailey Grocery & Market, 
Grand Junction, Colo. 

I use the McCaskey System in my 
individual accounts, and I found that 
it was necessary to work out a system 
in conjunction with the McCaskey by 
which I could limit the credit purchases 
of a customer, and also keep track of 
my delinquent customers without the 
necessity of looking through my entire 
McCaskey three times monthly. With 
this in mind I worked out a three by 
five card system, which I will describe 
in detail. 

We will start with the opening of the 
account. Applicant is asked to fill out 
and sign an application blank. We 
then clear the application through the 
Mason County Credit Association. 
A three by five card is then made out, 
giving the name, address and report 
of the association on the card. I then 
decide whether the account is to be 
paid weekly, semi-monthly or month- 
ly. This information is then noted on 
the card and I also decide at this time 
on the limit of the account and this 
information is placed on the card. I 
then give them a number in the Mc- 
Caskey and fasten a piece of tape 
around the wire holding the bills in 
place. On this adhesive tape I put 
the limit of the account, also the date 
of payment. This card is then filed 
alphabetically in the customer’s file. 

The limit which is noted on the tape 
in the customer’s file in the McCaskey, 
automatically refers the account to me 
when it passes that limit, as the girl 
at the charge desk is instructed to take 
the individual’s card out of the cus- 
tomer’s file and lay it on my desk when 
the account reaches the credit limit. 
I then call the customer, shut off her 


credit, or dispose of the matter ac- 
cording to my best judgment. The 
girl at the charge desk is also instructed 
that two days after the date marked 
on the adhesive tape is past and pay- 
ment has not been received, she is 
instructed to take the card out of the 
customer’s file and place it on my desk. 
I then get in touch with the customer 
and dispose of the matter according to 
my best judgment. Should the cus- 
tomer promise to pay on the given 
date, the card is then placed in the 
proper date in my thirty-day follow- 
up file, which automatically calls the 
matter back to my attention the day 
after the customer promised payment. 

When the customer makes only a 
part payment of the account, the 
charge girl is instructed to take the 
card out of the customer’s file and 
place on the card the total amount of 
the bill and the payment made. She 
then puts this card on my desk and 
I get in touch again With the customer 
and arrange the matter satisfactorily. 

This impresses on the customer the 
necessity of prompt payment in full 
on the due date. All these transactions 
are noted on the three by five cards 
and this gives me a very good record 
for future purpose, should the customer 
ask for an extension of time or should 
the account become delinquent. 

By using this system I entirely 
eliminate the necessity of ever looking 
over the McCaskey as a whole and 
each day I have four or five cards to 
dispose of, which makes it possible for 
me to handle my entire charge cus- 
tomers in approximately thirty min- 
utes daily. 

If you desire to install this system, 
Mr. Sanders, at the National Office, is 
thoroughly familiar with same and 
will be glad to furnish you any as- 
sistance you desire. 


PURCHASING OR SHOPPING 
CHECK PLAN IDEAL 
CREDIT SYSTEM 
Minimizes Crepit Losses anp 


INCREASES SALES 
Copyrighted by Caar.es Petter 


Credit Manager, Knight's Ladies’ Wear, 
Okmulgee, Okla. 

The Purchasing or Shopping Check is 
an ideal credit system, minimizing 
credit losses and increasing sales. The 
credit grantor has had application 
from time to time, and, due to lack of 
information or other details necessary 
for the intelligent granting of credit, 
turned the account away. Many dol- 
lars have been lost due to being unable 
to take on such accounts. The Pur- 
chasing or Shopping Check Plan makes 
the granting of many such applications 
possible. Many slow paying accounts 
have been turned to this plan with the 
result of promptness that could only 
be obtained in this manner. We have 
record of outlawed accounts being 
collected by this plan, and many other 
features which are too many to mention 
have been credited to this unique 
system. This system may be secured 
through the Kniler Credit System, 
106 S. Morton, Okmulgee, Okla., or 
by writing direct to Mr. Peller. 


A CLEVER COLLECTION IDEA 

“What about this party? Who is his 
reference?” 

These are the words written in soft 
pencil in a lower corner of the monthly 
statement that a certain clothier sends 
to customers whose accounts have 
been overdue for several months. Then 
follow a few other words, written in 
another hand: 

“He was well 
Julius Tannen.” 


recommended by 


It all seems like an inside office de- 
tail which somebody forgot to erase 
before mailing. But it certainly makes 
the delinquents sit up and take notice. 
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The Better Letters Service 


(FOR MEMBERS ONLY) 


tions for the improvement of your own letters 
The service consists of: 


A four page “Better Letters Bulletin” every month—filled with 
practical articles that will help you to write better letters 


“Credit-Sales” Letters: One “inactive account” letter and one 
letter to solicit new accounts— each month 


Six New Collection Letters—every three months. Six model 
letters that you can use as they are or change to fit your needs 
These alone are worth subscription price 


Every issue comes to you in an attractive folder—for desk or 


WHILE THEY LAST 
Three New Installment Letters Free! 


Order now and begin with the first issue. On all sub- 
sctiptions for first issue we will include free three model 


installment letters-WHILE THEY LAST. 


Price $20.00 a Year 


Better Letters Service 
RETAIL CREDIT MEN’S NATL. ASSN. 
Saint Louis 


Equitable Bldg. - 


Here are a few sample pages from the first issue of The 
Better Letters Service—a new service for members, which 
combines model letters for your use and practical sugges 
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Installment Selling 


(Continued from page 2/) 


merchandising manager, makes it all 
the more interesting. 

To stress the point to which the com- 
petition as between cash and credit 
policies is developing, your attention is 
directed to an advertisement in the 
New York Times of R.H. Macy & Co. 

One year we have a billion dollars 
of installment sales, the next year two 
billion, the next year three, the next 
year four, the following year five billion 
and so on. Will the time ever come 
when these billions of dollars of install- 
ment sales will be pyramided by high 
pressure competition and unfavorable 
trade conditions to such a point that 
it will be impossible for the consumer 
to liquidate or will there be an ever 
increasingly large number of new 
purchasers coming in to the install- 
ment field to keep the whole situation 
healthy by being able to continue a 
proper liquidation of these obligations? 

One man tells us that while in some 
lines it is felt the apex in installment 
activity has probably been reached, 
in many others the surface has hardly 
been scratched. 

It has been stated, for example, that 
in the automobile field, there has been 
no change of importance in the percent- 
ages of installment selling since 1923. 

In the radio field, however, due 
largely to the instability and obsolence 
of the article, the volume and _ per- 
centage is likely to grow. 

After all we are told, the total 
amount of business done on the install- 
ment plan hardly exceeds 15 per cent 
of all goods sold at retail. This seems 
to suggest that we are far from having 
saturated the market. 

This estimate of 15 per cent as 
indicated, varies considerably from the 
previous estimate wherein was men- 
tioned a total of 40 billion retail sales 
of which 7 to 10 billions represented 
installment sales. Take your pick. 

Being a credit man, by profession, 
and fearing that my paper may present 
the appearance of a man citing certain 
sections of the scripture to suit his 
religion, I beg opportunity to present 
twelve of the 57 reasons favoring 
installment selling: 

1. Increased price represents value 
received—it is worth paying more if, by 
doing so, one has the use of the article 
months and perhaps years sooner. 


2. Encourages purchase of articles, 


the possession of which means actual 
saving to the consumer (washing 
machines, for example). 

3. Encourages 
quality articles. 

4. Installment buying when ap- 
plied to goods of lasting character, is 
a form of forced saving, utilizing money 
often wasted on frivolous purchases. 

5. Installment buying is only the 
application to one’s personal affairs 
of a principle (credit) long recognized 
as sound when applied to business. 

6. Many people buy on the install- 
ment plan who could pay cash because 
it pays them to pay for the accom- 
modation and use their money in in- 
vestments or in their own business. 

7. Revolutionizes trading condi- 
tions inasmuch as formerly only 10% 
of the people of the most densely 
populated section of the country 
(Boston to Chicago—Great Lakes to 
the Ohio River) could pay cash for 
articles costing $75.00 or more. 

8. The effect of installment selling 
is to give a more continuous sales line, 
avoiding sharp peaks and valleys of 
production. 

9. Increases merchant’s turnover— 
keeps his working capital flowing and 
available for taking care of discounts, 
and advantage of special offers, etc. 

10. When collections are made by 
merchant, it results in customers 
visiting the store many times, giving 
the merchants opportunity of ad- 
ditional sales. 

11. Gives selling and advertising 
expense increased opportunity to justi- 
fy itself—decreases both per dollar 
of sales. 

12. Buying power is the basis of all 
-increased buying power 
means increased business. 

The installment method of selling 
has very distinct advantages which 
may be summarized as follows: 

1. It increases the volume of busi- 
ness of individual retailers as well as 
of whole industries. 

2. It is the only means of selling 
in large quantities, goods whose unit 
value is large. 

3. It makes possible a fuller enjoy- 
ment of life. 

4. Inasmuch as installment buying 
requires budgeting of expenses, it tends 


the purchase of 


business 


to enhance thrift on the part of con- 
sumers. 

It is up to us to develop certain 
principles which will safeguard op. 
erators on that plan against possible 
disaster. These principles may be 
listed as follows: 

1. Make a proper investigation of 
risks. A ‘‘no questions asked”’ policy is 
disastrous and cheapens the line of 
merchandise. 

2. Apply the principle that de. 
preciation should never outrun |i- 
quidation. This can be accomplished 
by requiring a reasonable down pay- 


ment and by not stringing out the | 
number of installments over too long | 


a period of time. In this way you will be 
sure of having the buyer’s interest in 
the product because of his equity in it. 

3. Insist on compliance with con- 
tract so that the second principle 
enunciated above will not be violated. 

4. The dates of payment should 
coincide with the dates of receipt of 
income. 

5. Finally, make a careful inves- 
tigation into a prospect’s character of 
willingness to pay when the com- 
modity purchased has no _ repossess 
value and is, therefore, sold purely 
on the basis of moral risk. 

To disgress somewhat; manufac- 
turers and merchants spend thousands, 
yes millions, of dollars in advertising— 
very properly. That’s selling mer- 
chandise, but how much advertising 
space is given to promulgating the 
values and virtues of credit. 

If credit, secured or otherwise, is a 
good selling medium, why conceal its 
merits. Why not throw the search- 
light of publicity on its fundamentals; 
teach the multitudes of users to respect 
it, and once gained, how to retain it. 

The credit man is no longer classed 
as a ‘watchdog of the treasury.”” He's 
the head of a department that must 
needs be a business builder. Credit is 
becoming more and more a factor in 
selling, its use being rapidly developed, 
particularly in the retail field. 

Why not, therefore, let the purchaser, 
the credit consumer, know about it. 
It is just as important he keep his 
credit good as it is that we sell de 
pendable merchandise. 

Sales managers advertise to seél 
merchandise. Why can’t we credit 


men install and maintain an advertis 
ing department to teach the public hot 
(Continued on page 27) 
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MERCHANTS URGED TO OB- 
SERVE ONE-DAY CARRY- 
OVER RULE 
From Bulletin of Merchants’ Associa- 
tion, of Kansas City 
Does your store include all purchases 
of charge customers on their monthly 
statement except those purchases made 
on the last business day of the month? 
A discussion arose at a recent meet- 
ing of the Merchants Association fol- 
lowing a complaint that was registered 
concerning the practice of a few of our 
stores that at the end of each month 
are carrying over into the next month’s 
statements of charge customers, pur- 
chases made on the last two or three 
days of the current month. One or 
two of our stores are even occasionally 
making capital in their ads of the fact 
that purchases made on the last few 
days will be carried over on the cus- 
tomer’s statements of the next month. 
The ruies of the association prescribe 
that only the last business day’s pur- 
chases shall be carried over on tothe next 
month, and this only for convenience of 
our stores. The proper use of credit is 
the backbone of modern business. A 
backbone to be of value must be rigid. 
In the stress of modern competition, 
merchants have become lax in insisting 
upon a close observance of the terms 
on which charge accounts are paid. 
This tends to lead otherwise prompt 
paying customers into bad habits, ex- 
pensive to the merchant and customer 
alike. The buying public is in need of 
more specific education in the meaning 
and use of credit and in the prompt 

observance of terms. 


This association rule regarding carry- 
ing over the last day’s purchases on/y 
is sane and sensible, and is fair to all 
alike, and was made for the obvious 
reason that competition along the line 
of deferred payment of accounts is un- 
desirable competition. All are entitled 
to their pay within reasonable limits. 
Why not stand together in educating 
the buying public to this end? 

There would be absolutely nothing 
to be gained if our stores commenced 
to compete with each other in the 
number of days’ purchases at the end 
of the month to be carried over. Store 
No. 1 could advertise that they would 
carry over the last two business days; 
store No. 2 that they would carry 
over the last week; and store No. 3 
that they would carry over all pur- 
chases made after the middle of each 
month, and what would be the gain in 
the long run? Why not have a standard 
time and then a// live up to it? 


Installment Selling 


Continued from page 26) 


to invest credit for merchandise. They 
have our merchandise and we have 
their promise. Successful business de- 
pends upon both making good. 

Some day there will be an intelligent, 
systematic, businesslike arrangement 
by which credit customers will be 
politely and diplomatically, but reg- 
ularly, informed on how best to 
capitalize on their credit. 

I apologize to you, ladies and gentle- 
men, first for the length of this paper 
presenting, I admit, in arather hodge 
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podge manner thoughts for your con 
sideration ranging from items with 
international aspects, down to local 
problems. If the effort has been weak, 
it is none the less sincere and I will 
close it by recommending that we try 
to take the “stall” out of installment 
and follow the advice: 
Mediis tutissimus this. 


Meaning—we will go most safely 


in a middle course. 


STATEMENT 

Of the Ownership, Management, Circulation, ete, 

Required by the Act of Congress of Augquat 24, 1912, 
Of Credit World, published every month at St. Louis, 
Mo., for April 1, 1927 
State of Missouri, | 
City of St. Louis os 

Before me, a Notary Public in and for the State and 
County aforesaid, personally appeared A. B. Sanders, 
who, having been duly sworn according to law, deposes 
and says that he is the Editor of the Credit orld 
and that the following is, to the best of his knowledge 
and belief, a true statement of the ownership, manage- 
ment (and if a daily paper, the circulation), ete., of 
the aforesaid publication for the date shown in the 
above caption, required by the Act of August 24, 1912, 
embodied in section 443, Postal Laws and Regulations, 
printed on the reverse of this form, to wit 

1. That the names and addresses of the publisher, 
editor, managing editor, and business managers are: 
Publisher, Retail Credit Men's National Association, 
606 Equitable Bldg., St. Louis, Mo. Editor, D, J 


Woodlock, 606 Equitable Bidg., 8t. Louis, Mo. Man- 
aging Editor, A. B. Sanders, 606 Equitable Bidg., 
St. Louis, Mo Sanders, 


Business Manager, A. B 
606 Equitable Bidg., St. Louis, Mo 

2. That the owner is: Retail Credit Men's National 
Association, a non-profit, mutually owned organisation 
incorporated under the laws of Colorado 

3 hat the known bondholders, mortgagees, and 
other security holders owning or holding 1 per cent 
or more of total amount of bonds, mortgages, or other 
securities are: None 

4. That the two paragraphs next above, eiving the 
names of the owners, stockholders, and security holders, 
if any, contain not only the list of stockholders and 
security holders as they appear upon the books of the 
company but also, in cases where the stockholder or 
security holder appears upon the books of the company 
as trustee or in any other fiduciary relation, the name 
of the person or corporation for whom such trustee is 
acting, is given; also that the said two paragraphs 
contain statements embracing affiant's full knowledge 
and belief as to the circumstances and conditions 
under which stockholders and security holders who do 
not appear upon the books of the company as trustees, 
hold stock and securities in a capacity other than that 
f a bona fide owner: and thie affiant has no reason to 
believe that any other person, association, of corpora- 
tion has any interest direct or indirect in the said stock, 
bonds, or other securities than as so stated by him 

° A. B. Sanders, 
Business Manager 
Sworn to and subscribed before me this 25th day of 
March, 1927 
(Seal Wm. E 

March 4, 19031 


Wittrig 


My commiamon expires 
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Does Bureau Service Pay from a 
Member’s Standpoint? 


By L. I. Correy, President, Wichita Credit Bureau 


HE subject assigned me, “Does 

Bureau Service Pay from a 

Member’s Standpoint?”’ should 
be given careful consideration by all 
retailers of our country, and when you 
realize that most lines of business can 
be classified in to one of ten main 
groups: retailing, manufacturing, bank- 
ing, agriculture, mining, railroading, 
public service, building, shipping, and 
insurance, of all these the retail in- 
dustry is of the greatest importance 
and few realize the magnitude of the 
retail business. 

Daily this industry is selling two 
hundred million dollars worth of goods. 
This supplies all the money to run all 
the other industries of the country 
and keeps fifty million people em- 
ployed. In other words the retailer 
collects the money to run practically 
all the other industries, hence the 
retailers of the country should com- 
mand respect and co-operation from all. 

It is true that a store of merchandise 
does not constitute a business, and no 
line will sell unless someone pushes it; 
that to be productive a business must 
be operated on a paying basis; that 
to operate on a paying basis a firm 
must limit its credit to customers who 
will pay their bills when they are due. 

Eighty-seven per cent of the mer- 
chandise sold in our country today is 
handled on credit. This is only made 
possible through co-operation of mer- 
chants who are affiliated with the local 
and Retail Credit Men’s National 
Association, who have effected the 
National organization, making it pos- 
sible for the retailer to extend credit 
service as profitably as cash sales. 

If the merchants of the country con- 
tinue to profitably handle their credit 
business, when thirty per cent of the 
population in every city moves at least 
once a year, they must use the service 
rendered by the eight hundred fifty 
retail credit associations throughout 
the country, who are affiliated with 
the Retail Credit Men’s National 
Association, in compiling data, fur- 
nishing service covering ten thousand 
cities in the United States, Canada and 
England. When your customer moves 
to another address in your city or some 


of the other cities, you are able to keep 
in touch with him and collect your 
account, through the service rendered 
and furnished you as a member. 

Therefore, a firm extending credit as 
a service, properly and profitably, must 
investigate their customers thoroughly 
before the account is opened, and the 
only way to obtain a complete in- 
vestigation on customers and obtain 
the information and protection neces- 
sary is by getting a report from your 
local credit bureau. 

In conclusion I will say that my 
personal opinion is that a merchant 
in arty class of business will receive 
more protection and benefits from 
bureau service, for the amount of 
money invested for the service, than in 
any other manner you can spend it. In 
other words, if you are a member of 
your local credit association, and a 
member of the Retail Credit Men’s 
National Association, and have the 
spirit of co-operation which exists in 
most localities, as a subscriber to the 
service, I think you will readily agree 
with me that bureau service pays, and 
pays large dividends; and as long as 
merchants throughout the country con- 
tinue to co-operate along these lines 
and obtain a report from the bureau 
as to the ability and willingness of the 
applicant to pay on terms, and promote 
a community credit policy and unite 
on credit terms, insisting upon their 
being observed, the morale will reflect 
upon the entire progress of the country 
by stabilizing finance and making your 
city and the entire country a better 
place to live and transact business in. 


Our Legal Department 
CALIFORNIA LIEN LAW 
(Continued from page 8) 
to the recordation of any mortgage or 
other encumbrance, a lien filed for 
such material furnished as well as for 
any other material subsequently fur- 
nished will take precedence of and be 
prior to any mortgage or encumbrance. 

As the banks and building and loan 
companies are very careful and insist 
that no work be started or material 
delivered on the job before their mort- 
gage or trust deed is recorded, it is very 


seldom that we have any liens which 
take precedence over encumbrances, 
and when lien holders are forced to 
foreclose on their mechanics liens they 
usually have to take the property sub- 
ject to the prior encumbrances and 
assume them. 

After a mechanics lien has been filed 
for record in the County Recorder’s 
office, a foreclosure must be filed in 
Superior Court within ninety days, or 
the lien is void and the title com- 
panies will not recognize it. After the 
action has been filed in Superior 
Court it must be brought to trial with- 
in two years or it will be thrown out of 
court. 

No lien can be filed against any 
public building or improvement, but 
a notice to withhold can be filed with 
the proper disbursing officers and the 
contractors’ bonding company and the 
same limits of time apply to such 
notice as apply to regular liens. 

The five necessary points to be 
covered by a mechanics lien are as 
follows: 

1. The name of owner or reputed 
owner. 


2. A description of the property 
sufficient for identification. 
3. A general statement and descrip- 


tion of the kind of material fur- 
nished or labor performed. 

4. To whom, and at whose request 
said labor and or material was 
furnished. 

5. A statement of your demand after 
deducting all just credits and 
offsets. 

While it is easy enough to file 
mechanics lien for record, the difficulty 
arises in proving the lien in court, as 
the plaintiff is required to prove that 
the labor performed or material fur- 
nished actually was used in_ the 
particular building on which he files 
his lien; and that is not as easy as 
would appear. 

While the Mechanics Lien Law is a 
good safe-guard, it is wrong for any 
material men to extend credit toa 
contractor or owner by merely relying 
for the recovery of his account on the 
strength of the Mechanics Lien Law. 
It should be used only as a last resort 
and I would strongly advise every 
credit man to thoroughly investigate 
his risk; and if the moral risk is poor 
and the rating from his credit associa- 
tion not satisfactory or insufficient, to 
refuse to sell. 
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Credit Granting—the New Profession 


(Continued from page 15) 


ing a prospective customer, he a killer 
of business, a non-producer! If he 
would keep his books in balance he’d 
be much better off. 

The employer agrees with the sales- 
manager’s dictum and orders the chief 
bookkeeper to see that the customer’s 
bill of goods is delivered and not to 
waste money getting any information 
from the fellow who calls himself a 
“reporting bureau.” 

Even the stenographer, who has no 
love for the chief bookkeeper, thinks 
the questioned customer is O. K., as he 
had a nice lodge pin in his coat and 
also had beautiful dark eyes. 

Next, we find ourselves in a present- 
day credit department surrounded by 
modern equipment. A well-appointed 
private office bears a name on the glass 
with the title “credit manager” after 
it. There are many assistants about 
busying themselves, some taking appli- 
cations, others interviewing delinquent 
customers, some making adjustments, 
etc. Now and then some one is ushered 
to the credit manager’s private office 
to get a check cashed; some builder of 
an apartment comes in to discuss terms 
for furnishing his building. Clerks are 
constantly analyzing accounts and giv- 
ing the result of their findings to the 
Merchant Owned Credit Bureau over 
direct telephones. There is plenty of 
activity and everything seems to run 
very smoothly. 

That in general is the credit depart- 
ment and its manager today. What of 
tomorrow? 

Before us is a magnificently outfitted 
private office with two telephones on 
the desk, one labeled “radio.” It is 
ten in the morning and the credit man- 
ager walks in, greets his secretary, and, 
sitting at his desk, scrutinizes several 
reports and then reads marked articles 
in various papers. The reports con- 
sist of the previous day’s cash busi- 
ness, the refunds, the charge volume, 
the total credits of the previous day’s 
cash business, the refunds, the charge 
volume, the total credit returns, and 
the total cash remittances. Another 
sheet contains an analysis of collection 
percentages, by days, weeks, months 
and years. By a glance he can compare 
either his day’s, week’s, month’s or 
year’s percentage with any past day, 
week, month or year. 





Another sheet shows him the per- 
centage of accounts on the books 
thirty, sixty, ninety days past due. 
Another sheet reveals the percentage 
of accounts on the general roster that 
were inactive one month, two months, 
three months, and all the way up to a 
year. A different sheet shows the 
number of new accounts, accepted and 
rejected, the previous day, the previous 
week and month. He also has the 
volume of business by day, week and 
month being done by each department 
and the comparative figures back five 
years. After carefully scrutinizing all 
data he dictates to his secretary for 
half an hour in which he directs orders 
to various executives in the institu- 
tion. 

As he finishes, an errand boy is ad- 
mitted with the message that the sales- 
manager would like to confer with him. 
The credit manager tells the boy the 
salesmanager can have fifteen minutes 
in exactly half an hour. Credit man- 
ager then proceeds to scan the various 
articles that have been selected for 
reading by his first assistant. 

In half an hour an errand boy re- 
turns to ask if salesmanager can see 
him now. He acquiesces and shortly 
the store owner and salesmanager 
enter. The salesmanager makes some 
suggestions he has discussed with store 
owner, all of which being unsound in 
credit manager’s opinion are promptly 
vetoed by him. 

During the discussion the radio 
phone rings and the credit manager 
talks for a few minutes, giving instruc- 
tions to party at other end of line to 
prepare supper for him at 6 o'clock. 
Hanging up, he asks store owner and 
salesmanager if they wish to discuss 
anything further. There being noth- 
ing, he addresses the store owner and 
tells him his man at his cabin in the 
Canadian woods says the big fellows 
are biting in fine shape and he is going 
to fly up there after lunch. It being 
Thursday, he will probably return 
Monday noon. The store owner and 
salesmanager leave, wishing him lots of 
luck. The credit manager dictates more 
instructions to secretary, calls his first 
assistant for a few orders, then leaves. 

A piece of fantastic imagination? 
Well, so was Jules Verne’s “Twenty 
Thousand Leagues Under the Sea.” 
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A Thought About Ourselves 


(Continued from page 10) 


personal effort our faculties should be 
developed to the highest possible 
degree. 

Frederick Nietzsche says: 

“The earliest relationship that ever 
existed, was the relationship between 
buyer and seller, creditor and debtor. 
On this ground man first stood face to 
face with man. No stage of civilization, 
however inferior, is without the insti- 
tution of bartering. To fix prices, to 
adjust values, to invent equivalents, 
to exchange things. All this has to such 
an extent pre-occupied the first and 
earliest thought of man that it may 
be said to constitute thinking itself. 
Out of it sagacity arose, and out of it 
again arose man’s first pride—his first 
feeling of superiority over the animal 
kingdom world. Perhaps our very first 


word man (manus) expresses some- 
thing of this. Man calls himself the 
being who weighs and measures. In 
the ancient Sanskrit the word from 
which “‘man” comes meant “to think, 
to weigh, to value, to reckon, to 
estimate.” 

Thought is required in any field of 
endeavor and real thought means 
thinking a thought through to a con- 
clusion. 
such as conception, imagination, per- 
ception, judgment and memory. 

Having this thought in mind the 


It involves various activities 


used for personal and business develop- 


ment: 
Personal Factorse—Practical ability, prac- 
tical effort, good judgment, common 
sense, personality, will power, initiative, 
continued effort. 
Business FPactors—Business mentality, 
business memory, business methods, imag- 
ination, business enthusiasm, definite 
purpose 
Resolving to Cultivate—Persistence, deci- 
sion. 


Resolution in Mastering—Obstacles, dif- 
ficulties, defeats. 


And Controlling—Gestures, temper, hab- 
its, moods. 


If you wish to summarize your im- 
provement you can do so by using the 
following table. If you have shown im- 
provement grade yourself the full 
possible count; if not, grade yourself 
lower. 





| Poa- | 
sible | Last This 
Count | Year Year 


. Aggredaticn of time and 


. Knowledge of business. . 
. Realization of money value) 
Asseta—money, business, | 


property. sone 
Knowledge of human 
nature. . 
. Earning power..........| 
Creating and grasping | 
opportunity eeeus | 
. Planning and carrying } 
out new ideas........ 
. Helping the other fellow. 
. General progression... . 


So PND & BOW & 


_ 


Total Per Cent 





Position Wantep. Office man- 
ager, credit manager, or assistant. 
Young man, 34 years old, college 
graduate, is available for immediate 
employment. Eight years com- 
mercial experience, three with manu- 
facturing company, five with large 
Boston department store. Thorough- 
ly versed in office management and 
all phases of retail credit granting, 
including various installment ac- 
counts. Can furnish best of ref- 
erences as to ability, personality, 
and character. Willing to go any- 
where opportunity is. Address, 
F. G. E., Crepirr Wor p, St. Louis, 
Mo. 

















| 


| for details of the Special 
Train from St. Louis to 
| the Convention at Provi- 


| 


| dence in August. 

















Nur Sep! 
Irate Employer—“Late again; have 
you ever done anything on time?” 
Clerk—“I bought a car.” —De Laval 
Monthly. 





DO YOU KNEAD BREAD OR 
NEED BREAD? 

It is reported that one of our 
fastidious newly married ladies kneads 
bread with her gloves on. The incident 
may be somewhat peculiar, but there 
are others. Our boss needs bread with 
his shoes on; he needs bread with his 
shirt on; he needs bread with his pants 
on; and unless some of his delinquent 
customers pay him before long, he 
will need bread without a damn thing 
on, and this is no Garden of Eden in 





following is an outline that may be 


the winter time either.—Ex. 








month. 


National headquarters today: 


City... 


--y- 





VOTE! 


Wuat Montu Do You Want THE CONVENTION? 


We have received several suggestions on changing the convention 


It is our policy to please as many of our members as possible, there- 
fore we are placing this matter in your hands. 
Each membership is entitled to one vote. 


In what month do you want the convention? 
Would you attend if not held that month? 
Could you attend more often if held that month? 


™° 


Fill out and return to 














Your Collections 


DETROIT 


Will receive the best attention 
possible if sent to 


The 
Merchants Credit 


Bureau, Inc. 


The largest collection department 
in the city devoted exclusively to 
RETAIL ACCOUNTS. 


The benefits accruing in placing 
your accounts with an organization 
owned by the merchants, for their 
protection, are self-evident. 


Rates Reasonable 
Safety Assured 


Address —602 Barlum Bldg. 
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